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[The following comment on shoe 
selling methods and shoe trade con- 
ditions is taken from an address de- 
livered before several hundred retail 
shoe merchants and travelers in at- 
tendance at the Annual Indiana 
Shoe Buyers’ Week held at Indian- 
apolis, Feb. 6 to 8.—EDITOR’S NOTE. | 


HE retailers of shoes are 

in as good condition as the 
retailers of any other com- 
modity today. Shoe retailers, 
however, do not understand the 
grief of present day merchandis- 
ing nor do they understand the 
possibilities of present day mer- 
chandising. Shoe retailers are 
behind the average merchandiser 
in merchandising a proposition. 








Shoe retailers have been 
twenty years behind on profit 
possibilities. 


My remarks may have some 
influence on you while you are 
listening, but it will not last as 
it will be only a temporary 
stimulus. 

During the next sixty to 
ninety days any merchandiser or 
manufacturer whose business is 
built on business standards will 
have to raise his shoe prices still 
further from thirty to fifty 
cents per pair. But the shoe re- 
tailer will fail to take into con- 
sideration what is facing him 
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Jump Prices Now—Not Later 


Shoe Merchants May As Well Face Facts 


BY HERBERT N. LAPE 
Columbus, 


is on him. Either he will fail to see 
the price situation or else he hasn’t 
the guts to face it. 

Bear in mind one thing, men—the 
chain store is struggling harder than 
the average retailer. But the re- 
tailer doesn’t know that because he’s 
too busy watching the chain store. 


Says Mr. Lape: 


During the next sixty to ninety 
days, any manufacturer whose busi- 
ness is based on business standards 
will have to raise his shoe prices still 
further from thirty to fifty cents a 
pair. 

There are too many merchants stick- 
ing to one or two prices in the lower 
brackets. They don’t allow for the 
purchasing power that their custom- 
ers actually have. 


If a retailer doesn’t mark up his 
shoes 40 to 45 per cent, what he gets 
is nothing. How many men can run 
a shoe business on less than a 40 per 
cent mark-up and get anything out 
of it? 


Get the jump on the chain stores, 
for in another ninety days you'll see 
the chain stores marking up their 
prices, not a little bit, but from. fifty 
cents to one dollar per pair. 


Ohio 





There are three things that the re- 
tailer can have with which he can 
everlastingly compete with any of 
the chains. These are quality, ser- 
vice and good judgment. 

There are too many shoe mer- 
chants who are sticking to one or 
two prices in the low brackets. They 
claim they can’t get the higher 
prices. They don’t allow for the 
purchasing power that their cus- 
tomers actually have. They don’t 
allow enough in the mark-up to 
permit of the mark-down. 

If a retailer doesn’t mark up 
his shoes 40 to 45 per cent, what 
he gets is nothing. I made that 
statement here five years ago. 
It was true then and if he isn’t 
taking that mark-up today under 
these conditions, he’s getting 
twice nothing. 

How many men located in the 
towns where you live can run a 
shoe business on less than a 
40 per cent mark-up and get any- 
thing out of it? If you are try- 
ing to, you haven’t allowed any- 
thing for service. 

During the next five years you 
are going to see the chain stores 
and the department stores even 
stronger than they are now and 
you will see more manufacturers 
starting their own stores. 

Why not be real business men 
in your own communities? The 
man who builds on price has no 








and will wait until the situation 
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foundation. In the higher brackets 
you can have service, prestige and 
personality and an idea; all of which 
cannot be rendered by any chain 
store today. 


OU have two alternatives; either 

going along and being a store- 
keeper or sitting down to have a ses- 
sion with yourself, marking up your 
stock and having that profit per pair. 
“Maximum mark-up and minimum 
markdown” is a slogan that I have 
used for years and it has made me 
plenty of money. 

If you elect to play Louis heels in 
your town play ’em; play ’em 90 
per cent. If you elect to play Cuban 
heels in your town play ’em; play 
’em 90 per cent. But don’t play ’em 
fifty-fifty. 

I recently sent a letter to seventy- 
five retailers asking them to tell me 
their experience with Louis and 
Cuban heels. Out of the seventy- 
five, forty-nine answered, every one 
of them told me that all the money 
they had made on shoes had been 
made on Cuban heels. 

If you don’t think prices are 
higher let me tell you that patent 
leather we bought a year ago for 
48 cents is now costing us 57 cents; 
colored kid has advanced in that time 


URING 1927, 343,605,905 pairs 
of boots and shoes (other than 
rubber) were manufactured in the 
United States, an increase of 5.9 per 
cent over the 1926 output of 334,- 
513,695 pairs. With the exception of 
the 1923 peak production of 351,- 
114,273 pairs, that of 1927 is the 
largest quantity manufactured in 
any one year. 

The average monthly production 
amounted to 28,633,824 pairs; the 
maximum output, 35,060,530 pairs, 
was reported in August, and the 
minimum, 23,524,669 pairs, in De- 
cember. It is noted that there was 
an upward slant from January (24,- 
992,557 pairs) to March (31,276,525 
pairs), downward curve through 
May (25,625,840 pairs), when steady 
increase in production prevailed to 
the peak output of August (35,060,- 
580 pairs), followed by customary 
seasonal decline. 

The 1927 production included: 
Men’s shoes, 95,328,098 pairs, or 
27.7 per cent of the total; boys’ and 
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from 71 cents to 92 cents per foot; 
calfskins that were 40 cents a foot 
are now selling at 50 cents and sole 
leather is up from 27 to 38 cents a 
pair. With these advances in the 
costs of materials, it’s easy to see 
how shoes can go up not 10 cents a 
pair but a dollar a pair. 

Of course it would be foolish for 
you to plunge or to buy shoes you 
don’t need. Order your shoes as you 
need them. That’s what jobbers and 
in-stock departments are for. But 
I do plead with you and urge upon 
you the necessity of marking up your 
shoes before it is too late. 

Get the jump on the chain stores 
for in another ninety days you'll see 
the chain stores marking up their 








Production Still Going Up 


Another Record Established in 1927 





youths’, 24,229,296 pairs, or 7.1 per 
cent; women’s shoes, 116,258,866 
pairs, or 33.8 per cent; misses’ and 
children’s shoes, 39,649,961 pairs, or 
11.6 per cent; athletic and sporting 
(leather), 2,477,518 pairs, or 0.7 per 
cent; canvas, satin and other fabric 
shoes, 3,301,433 pairs or 1 per cent; 
infants’ shoes, 24,541,551 pairs, or 
7.1 per cent; slippers for housewear, 
29,158,123 pairs, or 8.5 per cent; and 
all other leather or part leather foot- 
wear, 8,661,060 pairs, or 2.5 per 
cent. 

As compared with 1926 produc- 
tion, men’s shoes show increase in 
quantity of 10 per cent; boys’ and 
youths’, 14.8 per cent; women’s, 5.2 
per cent; misses’ and children’s, 2.8 
per cent; slippers for housewear, 
17.6 per cent. Infants’ shoes in- 
creased about 500,000 pairs. The 
decrease of athletic and sporting 
(leather) shoes is partly accounted 
for by a change in classification. In 
previous years a considerable quan- 
tity of heavy work shoes for men 











cents to $1 per pair. 

If you but will it, you can have 
from 50 cents to $1 a pair more for 
YOUR shoes. 

No one has yet started chain stores 
in the better grades of shoes. In the 
first place they can’t get manufac- 
turers foolish enough o give them 
their insides and, second, they can’t 
get the lines. It will not be many 
years until the manufacturer not 
having a substantial stock depart- 
ment will have no business. 

The retailer today must buy stock 
shoes from stock departments or 
jobbers. With the fast changes in 
style upon him, these stock depart- 
ments afford the merchant oppor- 
tunity to buy the shoes, get them 
quick and clean out before the stv!le 
leaves him high and dry. 


T is not the buying but the selling 

that puts you over. Unless you 
have the enthusiasm and the magnet- 
ism to sell your clerks on the snoes 
you buy, you’re lost. Let your men 
in on buying your shoes and then 
when they are obligated in the buy- 
ing of your shoes they’re obligated to 
sell them when they are received. 

If you’re just storekeepers, you're 

[CONTINUED ON PAGE 56 





was included with the quantity of 
athletic shoes reported manufac- 
tured and in 1927 this group of foot- 
wear was combined with men’s shoes. 
For the same reason the increase in 
the output of men’s shoes is not 
based on strictly comparable figures. 
The production of canvas, satin and 
other fabric shoes continues to show 
a decrease. 

In 1925, 1926 and 1927 the quan- 
tity of women’s shoes manufactured 
represented respectively 26.8, 34 and 
33.8 per cent of the total output, and 
men’s shoes 22.4, 26.7 and 27.7 per 
cent. 

With the exception of the 1923 
production of 100,282,892 pairs of 
men’s shoes, the output of 1927 (95.- 
328,098 pairs) is the largest quan- 
tity of this class manufactured in 
the United States since the inaugu- 
ration of the monthly production 
census of boots and shoes. More 
women’s shoes were produced 
1927 than in any other year and al: 
more shoes for boys and youths. 
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And Makes the Acquaintance of a Salesman Who 
Talks His Own Language and Worse 


“Have you a prescription?” 

So inquired the shoe sales- 

man, donning a pair of rubber 

gloves as he recognized the town’s 
leading tooth counselor. 

“I said a pair of shoes—dogs, 


ye like a pair of shoes.” 


squeakers, gun-boats, pavement 
pounders, brogans—” 
“Yes, yes—but, of course, we are 


only cordwainers. You should have 
a prescription from an orthopedist. 
However, we will endeavor to ser- 
vice you.” 
“A pair of high shoes, please.” 
“Oh, but we use only low cut 
footwear. Please hold still while 
I measure your foot. Um-m-m? An 
over accumulation of callous. Toes 
lacking in reflex action. Arch a 
bit strained. Heel somewhat im- 
pressible. The left side is in a 
threatening dematologic condition.” 
“IT want a pair of——” 
“Yes—these are what you need. 
Before putting them on in the morn- 
ing you should carefully massage 
each foot so as to avoid detouritus.” 
“And what is detouritus?” 


T’S the result of walking on soft 

substances—carpets, rugs, grass, 
cork floorings—you see the foot 
does not benefit with the circula- 
tion formerly enjoyed when we 
lived in more primitive ways. In 
order to have your footwear prop- 
erly adapted you should come in at 
least every two months and let us 
go over your feet. Most everyone 
does.” 

“I guess you’re right—everyone 
does.” 

“But we are most serious, sir— 
to neglect one’s feet may mean a 
poisoning of the whole system. It 
may lead to appendicitus, falling 
hair, nervous exhaustion, harden- 
ing of the arteries or excessive 
dandruff. Why last year over 49,- 
000 people suffered from acata- 
lepsy due to wearing shoes lacking 
in pivotal freedom. We would urge 
an X-ray twice a year——” 

“But these shoes have no laces?” 

“Oh—you will have to call on a 
lacierre who specializes in adjust- 


ing the shoe to proper strap orna- 
mentation. As cordwainers we pro- 
vide the basic foot support only.” 

“Could I have rubber heels put 
on?” 


“Most certainly. This card will 


introduce you to the Achilles 
Laboratories. They will apply the 
proper heel parallelism. Is that 
all?” 


“I guess so—probably my feet 
won’t last long, anyway.” 


$6 E would not wish to recom- 
mend that you have any arti- 
ficial substitution until entirely nec- 
essary. We are not like so many of 
the cordwainers who are so anxious 
to have their patrons’ feet removed 
before it is absolutely necessary. 
“‘Have them  off’—they say. 
‘You’re better without them.’ 
“Now, we believe you should with 






If the dentist and the 
surgeon can dress like 
ghosts and get away with 
Latin, why not the shoe 
merchant 


proper daily care—and our counsel 
—retain them as long as you can. 
However, it is only a matter of time. 
Too much contact with the gas ac- 
celerator produces early decay. 
With care we could say that your 
feet should last three or four years 
more. We will watch them care- 
fully. 


66 E certain to come again in two 

months. We will notify you 
with an appointment card. If you 
are unable to come we must charge 
you just the same. And—if in the 
meanwhile you decide to have them 
removed we would suggest anes- 
theticaine—it’s quite painless. Many 
of our clients, after having their 
feet removed, wear our Barje Spe- 
cial and have been known to dance 
the same evening. Well—good-bye. 
We’ll forward the bill, as you say.” 
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MARTER sport shoes for men 
to fit the purpose and the par- 
ticular sport or event will prevail 
this spring and summer. The well- 
dressed man should possess at least 
this number of pairs of shoes. 
Black and white, tan and white, 
and two-tone tan combinations 
with rubber and leather soles will 
dominate. Spike soles will be in 
evidence for golf. There are two 
classes of sport footwear. One is 
for the actual game and the other 
for what is termed sport dress. 
In golf, tennis and spring sports, 
the shoe man guides the local selec- 
tion. For general sport wear, the 
oxford type is universal. 





CCEPTABLE leathers in 
sport footwear are calf, 
smoked leather, plain and grain 
finished leathers and buck are 
particularly good for the smart 
dressers. Heels are low, and the 
sport type of heel is good. In this 
classification of sport-time foot- 
wear, bigger boys and college 
students plan their selections care- 
fully by the advice given by the 
merchant. This season gives more 
pep and snap to spring and sum- 
mer footwear. 





























HE great opportunity in sport 

shoe selling is the “team play.” 
Two shoes can be sold at one fit- 
ting, one for dress, as on the 
other page, and one for sport, as 
illustrated on this page. 

A bulge in the sale of men’s 
shoes must, however, come in the 
sport division, and for that rea- 
son we emphasize on this chart 
early in the season the real fel- 
low who wants to look the part 
and who needs more shoes and 
shoes for a definite purpose. 








PORT soles are of leather and 
\ all types of rubber. A new 
interest, both in style and pattern, 
because of the economy involved 
in composition soles, develops for 
spring and summer. Comfort is 
a great factor in this type of 
footwear. For health and sani- 
tary reasons, it is advisable to 
change one’s shoes often. 

Bals lead, but sport shoes 
should have the comfort features 
of bluchers. The bal is bought 
for dress, and we recommend the 
blucher for sport. 
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OR after dark. Medium and 
lightweight oxfords, principal- 
ly plain, for the dress-up evening 
period. Lightweight, plain toe 
oxfords. Lasts are medium and 
custom. Leathers are dull black 
kid and patent for the tuxedo, 
with patent for full dress. With 
summer dancing as prevalent as 
it is, no wardrobe is complet 
without this number. The tend 
ency is toward trim effects in 
evening wear, and there is a place 
for the lightweight, turn oxford 
for men. All of the better grades 
hold to the custom toe. 
























OLOR is distinction. All shades 

of tan, with darker tones, pre- 
dominate. As the season advances 
medium shades’ will increase. 
There is a strong tendency toward 
black leathers, and should be re- 
stricted to evening wear in sum- 
mer. Medium weight, smooth and 
bordered calfskins, black and 
brown kidskins, are popular. Less 
interest in grain leathers, and with 
summer weight footwear there is 
a place for black and brown kid- 
skins and the lightweight calfskins. 
In lasts, a tendency toward nar- 
rower toes. A decided tendency 
toward spring toes in all types. 
Custom lasts are getting stronger. 





























AYTIME shoes in both black 
and tans for business and street 
wear should have plenty of detail, 
which includes wing tips, perfora- 
tions and stitchings in both lace and 
blucher oxfords. We are illustrat- 
ing two standard types of busi- 
ness wear footwear that show 
fundamentals. Upon these can be 
built smart summer weight foot- 
wear, typical of the season. 

For spring there will be a de- 
mand for oxtords of lighter weight 
construction, while for summer 
wear the extreme lightweight ox- 
ford will be more popular. Heels 
will be closer trimmed, shapely 
heels of leather, with rubber top 
lifts. 



































HEN the wide bottom in 
men’s clothes departed we 
have noted a tendency toward nar- 
rower toes. For business wear, 
lighter and neater types of shoes 
are coming, particularly with 
warmer seasons. 

Darker tans will offset the sale 
of some blacks to wear with those 
suitings that are in the darker 
shades of brown. The interest in 
green and tweeds, as well as in 
gray, makes a place for the black 
oxford as a business wear shoe. 

Merchants are urged to push 


_tans for summer wear. To get 


more men’s shoes sold right, show 
to men how they are to be used. 











































































In Merchant Service Since 1882 


BOOT and SHOE 


REGORDER 


e 
ARTHUR D. ANDERSON, Editor 
Owen A. THOMAS HeEten M. HANEY 
Harry F. BAKER E. O. Ray 
GeorcE E. Gayou, Associate Editors 
Harry R. TerHune, Field Editor 
MADAME HAMILTON JEFFRIES, Style Advisor 
GWwny) 
ExecuTIVE, EDITORIAL AND SALES OFFICES 
207 Soutn Srreet, Boston, U. S. A. 
Cable Address, Bootreco, Boston, U. S. A. 
OFFICE OF THE PUBLICATION 
239 West 39TH STREET, NEw York City 
BRANCH OFFICES 
St. Lovis 















CHICAGO New York 
189 W. Madison St. 1627 Locust St. 239 W. 39th St. 
CINCINNATI ROCHESTER PHILADELPHIA 
501 First Nat. Bank Bldg. 70 Exchange St. 214 S. 12th St. 


Grn?) 


Getting More Shoes Sold Right 





Needed—A Work Shoe 


ERE is an entire shoe market idle for the 
want of a merchandising idea. There is a 
practical, profitable field waiting for cooperative 
development of some standard type of work shoe 
that has in it practical features that make it the 
best article for the job. 

We made a study of dozens and dozens of farm 
papers to see if there was advertised to the farmer 
in any number of papers some shoe that would con- 
vince him that it was worth spending money for— 
a shoe for the purpose. Too often the farmer sim- 
ply takes his ordinary shoe, which might be termed 
a typical daytime shoe for any man to wear, and 
when it gets old and seedy, uses it round the farm. 

There are over five hundred farm papers, and 
certainly there is a wide field here for teaching the 
farmer the use of a practical shoe. 

The farmer is going to get more money if ten 
thousand cooperative associations and twenty-five 
thousand country banks can help him. 

Congress spent $78,000 on the Department of 
Agriculture in 1925. The farmer is financed by 
tax exempt bonds issued under Tax Exempt Super- 
vision. Dairy products are well protected by tariff ; 
the duty on butter alone is $240 a ton. The Depart- 
ment of Agriculture employs thirty thousand per- 
sons to help the farmer in better production and 
marketing. 

It looks as though 1928 would be a better year 
for the farmer and it is time to preach that mes- 
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sage of shoes “for the purpose” to him. This year 
looks better in all of the trades that need foot labor, 
from coal mining to bridge building. 

The educative idea of a shoe for the purpose 
must be carried on. It is time that the shoe in- 
dustry made a real start in this direction, for in 
a few weeks the world’s work is begun outdoors. 


Get Down to Earth 


HIS year will be a year of slogans, battle cries, 

political rallyings and “key-notes.” Everyone 
will be asked to vote for certain candidates because 
of this and that and the other. The party with 
the best campaign rallying cry will probably get 
the most votes. Shoe merchants might take a litile 
of the politicians’ dope and use it advantageously. 
Get a slogan or trade battle cry and work it into 
your advertising. Get right into the spirit of the 
time and cash in on the trend of public mind. 

And, speaking of slogans, would it not be a good 
idea for every merchant to have one for himself? 
Some main idea upon which he may fix his mind 
and rally around all year. Get the whole store 
enthused on it and watch the effect on sales. 

We suggest as a good slogan: “Down to Earth 
and Out of the Clouds.” 

That means more business and less frippery. 
More common sense applied to the business of se!l- 
ing shoes and less wild-eyed visioning. The shoe 
trade surely has been airplaning around a lot in 
the past few years. There has been too much high 
and lofty dreaming and not enough ground work. 
Too much speculation and not enough practicality. 

Style shows and high-priced conventions have 
brought about a condition bordering upon extrava- 
gance not only in thought but in merchandising. 
It is costing too much money to sell shoes. Every 
manufacturer knows that. He has seen his selling 
cost mount higher and higher season after season. 
It is not a healthy condition. The retailer has im- 
bibed a lot of this extravagant stuff and lost sight 
of the most imperative thing in business—to keep 
selling costs at the lowest level consistent with 
good practice. 

So, we suggest to the trade that all hands pull 
down the kites that have been flying high and get 
back to earth once more. 


Less Guess Work 


— wise bird gets up in a convention and tells 
the trade what the people will wear for the 
next three months’ period. How does he know? 
Where did he learn the art of reading the future? 
His guess is as good as the next one, however, and 
it has all been guesswork. Some one tells the 
trade that a certain color will sweep the land. 
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Does it pan out? Look at your records. 

Then comes that wisest of all wise guys and tells 
us that the public will not have a certain thing. 
Nine times out of ten the public is waiting for that 
very thing. For example—boots. Another ex- 
ample—colored overshoes, or goloshes. Last sum- 
mer the wise boys said that whites would not sell. 
Look at the money lost to the trade by reason of 
listening to that piece of advice. 

There is no man gifted, or ordained, to’ know 
what the great public will do. The wisest politi- 
cians often misread public sentiment and politicians 
are about the best there is to be had in that game. 

Certain ones in high places, from whom the 
smaller stores take pattern, were the worst mis- 
taken of the lot as witnessed by the clearance 
sales of late December and early January. Read 
this and weep: “This beautiful shoe formerly sold 
at $32.50, now being cleared out at $16.65.” That 
appeared in the advertisement of one of the largest 
and most imitated stores. Here is another one: 
twelve-ninety for this splendid shoe that you paid 
$22.00 for one month ago.” Fine business, is it 
not? Inspiring and confidence-creating? Women 
enjoy reading things like that, especially if they 
were amongst the ones who bought the shoe at the 
higher price. 

Now what ails a ~ 








trade that gets into [| —_ — 
The Reason Why 


POKORNY’S 
New Orleans, La. 


As far back as I can remember, the Boot AND 
SHOE REcoRDER has been a part of Pokorny’s. 

A continuous flow of ideas come to my desk with 
each issue, and usually the columns are alive with 
suggestions for the application of thoughts that are 
helpful to us in all of our stores. 

The “RECORDER” is almost a partner of ours. 


such a mess of misin- 
formation and _ bad 
judgment? 

Surely there is a way 
to correct it and get 
down to fundamentals. 





The Business 
Woman 
Buys 
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Working conditions, whether in store, factory or 
office, exercise a great influence on the entire prob- 
lem of clothes and adornment. The improvement 
in stores and offices, and the new cleanliness in 
factories, has developed in many communities a 
grading up in the apparel standards of women who 
work. 

A dean of one of America’s women’s colleges 
estimates that today 8,500,000 American women 
are salary earners, and that 2,000,000 of this great 
number are married. The total number of females 
in the United States is about 53,000,000, of which 
at least one-third must be considered as engaged 
in taking care of school children and infants. 

From this deduction we find that one woman in 
every four controls her own purse and has a great- 
er degree of financial independence than women 
ever had before. If you operate a city store study 
the business woman. 

* * * 

“Volume” is a fetish with too many stores. The 
volume addict takes a look at his record sheets and 
sees that the store is short 5674 pairs in sales. 
“Gashamighty! Lookit! We are falling behind in 
pairage. We gotta have a sale and bring our vol- 
ume up. Start things right away. Cut the liver 
out of things. We gotta have volume here.” And 
_¢» off he goes to sacrifice 
profit, good will and 
public confidence just 
for the sake of “vol- 
ume.” Some of these 
days he will awaken. 
He will begin to think 
in terms of money in 
the bank and profits on 
the ledger. Then, per- 
haps, we may have 
some better merchan- 
dising set before us a 
regular dish. 











Cordially yours, .¢ 2 


HE astonishing 

fact in American 
life today is that ap- 
proximately one woman 
in every four is a paid 
worker. There is little 
doubt that the propor- 
tion will continue to 
rise steadily. The busi- 
ness woman, therefore, 
becomes a class of cus- 
tomer of very great im- 
portance to the mer- 
chant. She deserves 
particular §considera- 
tion as to her needs and 
tastes. 


% 


ness literature. 


(Signed) RALPH P. LEVEY. 


Mr. Levey is a very busy man with large and 
varied business interests. 

Nevertheless, he finds time to read the RECORDER think of the definition 
and apply to his shoe business many new and pro- | 
gressive ideas obtained therefrom. 

We often find that the bigger and busier the 
man, the more time he insists on devotng to busi- 


Suet TS 


President. 
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When you are tempt- 
ed to use the term 
“bargain” in your ad- 
vertisement, stop and 


* 





a smart woman gave it 
recently. “A bargain,” 
she said, “is something 
someone else did not 
want or would not have, 
therefore the merchant 
offers it to the plausible 
as something wonder- 
fully desirable at a very 
low price.” 
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Service and Knowledge 


Reach New Inspirational Heights at Ohio Valley Convention 


HE 18th Annual Convention of 
the Ohio Valley Retail Shoe 
Dealers Association held at Co- 
lumbus, Feb. 13, 14, 15, unfolded one 
of the most inspirational and practi- 
cal programs ever offered at any 
shoe convention. The Ohio Valley, 
formerly known as the Ohio Retail 
Shoe Dealers Association, is the old- 
est and one of the most strongly or- 
ganized regional associations. Its 
organizers played a leading role in 
the creation of the National. Many 
of them were in Columbus this week. 
Two outstanding thoughts were 
presented and so graphically devel- 
oped that none in attendance could 
go home without a determination to 
be a better merchant. 

First, a merchant who looks upon 
his business as means of serving the 
public and not primarily as a means 
of making money stands a better 
chance to succeed. 

Second, more knowledge about the 
shoe business in general and more 
detailed information about your own 
business in particular is necessary. 
These two thoughts were played 
upon from various angles. 

J. J. Henry, president, opened the 
first session in his characteristic 
style and introduced J. P. Daniels, 
secretary of the Columbus Chamber 
of Commerce. Mr. Daniels, after ex- 
tending the usual welcome, stressed 
the economy of a man owning three 
or four pairs of shoes instead of one 
—each giving longer service. He 
further pointed out the great need 
for practical cooperation in associa- 
tion work. He said too many mem- 
bers think they cooperate by doing 
things their way and not in a way 
which contributes to the common 
good of all. 

Two highly interesting features of 
the first session were first, a sketch 
put on by Jack Hicks and C. M. 
Brownfield on “The Wrong Way To 
Sell a Pair of Shoes,” and second, a 
demonstration by Frank Hutter of 


Family 

Officers and directors of the Ohio 
Valley Retail Shoe Dealers Associa- 
tion, elected at the convention in 
Columbus this week were: 

President—Earl T. Smart, Marion, 
Ohio. 

First Vice-President — 
Bunn, Salem, Ohio. 

Second Vice-President—John Ro- 
sino, Sandusky, Ohio. 

Third Vice-President—Cleve C. 
Hall, Youngstown, Ohio. 

Secretary-Treasurer—L. M. Wright, 
Springfield, Ohio. 

Directors—Seaton Alexander, J. J. 
Baird, Henry Hageman, C. J. Staple- 
ton, Paul Pontius, George Harger, 
Allen Thirkield, Austin Herman, 
Charles Seidenfeld and J. J. Henry. 


George 


General Electric Co. on proper light- 
ing in store and window. 

The former portrayed the laziness, 
indifference, ignorance and tactless- 
ness of many salespeople in serving 
the public. The latter presented 
light as the silent salesman. Mr. 
Hutter showed how the store win- 
dow has developed the shopper and 
the part the properly lighted win- 
dow plays im the selection of the 
store and the selection of the goods 
in that store. 


ESTS show that the proper use 

and intensity of light has brought 
an increase of from 30 to 40 per 
cent in the number of people who 
stop at a window. 

He demonstrated the flexibility of 
light, the psychology of light, use of 
color and motion in light, and finally 
pointed out that indirect lighting is 
the most effective for interior store 
lighting. 

Tuesday’s session was opened with 
a message from A. H. Geuting, who 
offered the slogan, “show me a mer- 
chant who refuses to confer with his 
competitors and I will show you a 
merchant who soon will have to con- 
fer with his creditors.” 


James H. Stone, of The Show Re. 
tailer, pointed out that the merchant 
today is confronted with two prob. 
lems, the chain store and rising 
prices. He said the smaller mer. 
chant who can’t buy as advantage. 
ously as the chain operator should 
not attempt to operate on the theory 
of close margins and rapid turn- 
overs, but that he must, through 
good service and good shoes, seek to 
increase the sale of shoes per capita 
in his community. He must shoot 
over the chain store, buy what the 
chain store can’t buy, and place his 
business on a basis of service to the 
customer. Mr. Stone stressed the 
importance of a quick realization 
that higher prices are here and 
should be gotten now by the mer- 
chant. 


HE most valuable feature of the 

convention was a talk entitled 
“Brass Tacks in Building a Better 
Retail Shoe Business,” by L. H. 
Buisch, of the National Cash Regis- 
ter Co. 

He said every merchant’s job is to 
make the public realize that the shoe 
business is a profession, that to do so 
you must know more about your 
business. The solution of your prob- 
lems depends upon how well you 
know what your problems are and 
how energetically you set about to 
solve them. Business is a game; the 
rules change with time. Merchan- 
dising principles therefore change. 
“The trouble in business,” he said, 
“is due to too much thought of dol- 
lars—not enough of service to cus- 
tomers. Build your business as an 
institution, based on integrity and 
render intelligent service to the pub- 
lic. Three-fourths of the mistakes 
made in business are because one 
doesn’t really know what he thinks 
he knows. There is a serious lack 
of information in all business. Half 
of knowing, is knowing in time. 

[CONTINUED ON PAGE 56] 
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Colors and Black, Says Dixie 






Southern Merchants Find Honey Beige Most Popular Color 


for Early Spring Selling 


HATEVER season it may 
W in the North, it’s spring 

in the Southland, and under 
its warm breeze and golden sun- 
shine bloom the spring styles which 
indicate the trend for 1928. 

The South says colors and black. 
It says them definitely, loudly and 
unanimously, if the opinions of the 
largest operators in Texas and east 
to New Orleans are correct. Colors, 
with a few isolated exceptions, were 
first choice with a majority of mer- 
chants. This does not tell the whole 
story, however, as they predict that 
black, for the most part patent, in 
many instances will divide honors 
with colors. 

In talking colors, honey-beige is 
the preferred choice of operators 
for early spring selling, and the de- 
mand in most stores is for this 
shade. All-over effects with scant 
trimmings characterize a majority 
of patterns. 

There is a tendency in the higher 
priced realm to resort to suede and 
genuine reptile, both in trimmings 
and combination vamp and quarter 
arrangements. 

Lower priced shoes reveal imita- 
tion reptile and novelty leather 
trimmings and in many instances 
all-over effects. Harmonious motifs 
prevail in all grades. 


XCEPTIONALLY strong indica- 

tions of the general trend in 
novelty materials were noted in the 
stores of Neiman-Marcus, Dallas, 
and the Guarantee Shoe Co. of San 
Antonio, where style runs rampant 
and at a furious pace. Says Will 
Griffith, shoe buyer for Neiman- 
Marcus: 

“We are selling Toya cloth 
trimmed oxfords at present in three 
colors and will be finished with them 
in thirty days. Also a combination 
patent and genuine reptile both in 


Taitat, 


Based on a Survey Made 
BY GEORGE E. GAYOU 
Associate Editor 





red and blue, in a three-eyelet pat- 
tern, is an outstanding style. Ooze 
will be strong in our grades.” 

Fred A. Sullivan, manager of the 
Guarantee Shoe Co., San Antonio, 
upset the style dope completely when 
he disclosed the style selection of 
their trade. “The biggest selling 
color with us at present is a shade 
of Cascade blue kid combined with 
ooze or genuine reptile,” he said. 
“Red ooze and kid combinations and 
citron ooze and kid are also promi- 
nent. Citron is a popular color and 
we believe will be good in our store.” 


OVEN sandals in five color 

combinations were being dis- 
played in the window of this com- 
pany. 

In Paul’s San Antonio store, a $6 
institution, red kid was pronounced 
as one of the best selling colors; also 
beige. 














The Rose Marie Shop reported 
blue, beige and green kid popular. 

Operators have not repeated the 
mistake of last season. All have 
covered on patent leather with a 
very few exceptions. Patent will be 
good and, from Easter on, some 
smart operators expect a heavy de- 
mand for the shiny leather. 

Meyer Katz, of the K & M Store, 
San Antonio, who also operates 
twelve departments in the South, 
said: 

“Patents are going to sell right 
through the Summer.” 

Then, in New Orleans, we have 
the opinion of Phil Schiro of Schiro’s 
Shoe Store: 

“Patents will duplicate their per- 
formance of last season and will be 
good throughout the Summer.” 

Also in the same city, L. Wachen- 
heim, of the Imperial Shoe Store, has 
placed patent ahead of colors in the 
selling. Lou Tuffly, of Krupp & 
Tuffly, expressed it as follows: 

“Colors up to Easter; then pat- 
ents.” 

That patent footwear will be deli- 
cately trimmed is the general opin- 
ion. 

Carl Mueller, of Austin, Tex., re- 
ported with a number of other mer- 
chants increased strength in black 
satin. Blonde satin is selling in 
popular priced stores. Moires are 
very good in combination effects. 


HERE is a division of opinion on 
white shoes. Lou Tuffly says a 
better season than the past two, as 
does also L. Wachenheim, of New 
Orleans. Harold Volk, of Volk Bros.., 
Dallas, fears the interference of 
novelty fabrics and Deauville types 
but coricedes some white demand in 
plain shoes. 
H. L. Davis, of Davis-Smith, 
Waco, Tex., and J. Wiley Biggs, of 
the French Booterie, San Antonio, 



















practically eliminate them from the 
Summer footwear demand. George 
Baum, of the Big 4 Shoe Store, Cor- 
sicana, Tex., can’t see whites. R. B. 
Gallegly, of D. H. Holmes Co., Ltd., 
and Harry Davis, manager of Jacob 
Bros. Walkover Shoe Stores, both of 
New Orleans, look for a better sea- 
son than last year in whites. 

Straws, linens and other novelty 
fabrics have been approached cau- 
tiously with perhaps more confidence 
placed in straws than other ma- 
terials. Some higher priced firms 
have avoided straws because they are 
being handled in popular priced 
stores, which would eliminate them 
from the smart shoe trade. That 
linens and silk prints fit better in 
the higher grade shops, was the 
opinion of a few. 

In patterns, there is also a divi- 
sion of opinion. Pumps and ties lead 
in the popular priced field. Ben 
Webber, operating a number of 
stores in the South, strongly favors 
ties. Pumps in the lower priced 
field are adorned with pom-poms or 
bows of rather large patterns. 

In the higher price range, straps 
lead, with pumps second and ties 
third. 


ASTS in the popular priced field 
are all short vamps and round 
toes, there being no trend toward a 
narrower toe. Little difference is ob- 





served in the higher level although 
the vamps run slightly longer with 
toes not quite so round as in the 
lower priced group. 

Sandals will sell. This is the opin- 
ion of every merchant interviewed 
in the South. Not all agree as to 
the type of sandal or pattern. Strong 
favor is being shown for the Deau- 
ville types, with A. J. Mathews, man- 
ager of Hanan’s New Orleans store, 
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featuring them at present with good 
results. Imported types are strong 
in better grades with this type of 
store displaying them profusely. 

In addition to the woven material, 
cut-out and perforated effects are 





expected to sell. You can almost 
choose any color, as red, blue, green, 
white, beige, black or what have you. 
All were mentioned. 

Heels in the South are high, espe- 
cially in popular priced shoes. Some 
mention was made of a tendency 
toward a 15/8 junior Louis heel. 
The reverse of this trend was seen 
in a store carrying fifteen patterns 
with 24/8 spike heels. 

This survey of the style situation 
as it is in the South is not a fore- 
cast applying to other territories. 
The evidence as gathered can serve 
to assist only if intelligently used 
while analyzing the customer re- 
quirements of each individual store. 


Northern Mer- 
chants Follow 
e 
Suit 
N view of the opinions from the 
South, based on what is actually 
selling, it is of interest to note that 
Northern merchants who have shoes 
on order for their Spring openings 


almost to a man endorse the “black 
and color” platform formulated be- 





low the Mason and Dixon line. Fol- 
lowing are the opinions of merchants 
who were interviewed during the 
Middle Atlantic Shoe Retailers’ Con- 
vention, held a few weeks ago at 
Atlantic City: 











E. T. H. Bowen, buyer for Isaac 
Benesch & Son, Inc., Baltimore, says 
that he is buying honey beige, black, 
marron giacé, and reptile trimmed 
solid leather colors; that patent 
leathers with reptile trims are very 
“good looking” to him. His ma- 
jority of sales for Spring, he antici- 
pates, will be on black patent leather. 
“We are not going to make any 
radical mark-up in our prices,” says 
Mr. Bowen, “but we shall surely 





take into consideration that shoes 
are costing us more instead of less, 
and shall pass the cost on to the 
consumer.” 


ENJAMIN T. JOHNSON, buyer 

of women’s and children’s shoes, 
Samter Bros. Co., Scranton, Pa., 
says: 

“With the multiplicity of styles 
and colors as I have seen them at this 
convention, it looks to me as though 
light colors in women’s shoes would 
be worn extensively. I believe that 
some one of those different varia- 
tions of beige will be good. I figure 
that with the women’s style game as 
fast a proposition as it is now, the 
merchant must take the consensus 
of opinion of the fifty or more manu- 
facturers of women’s shoes whose 
lines I have seen here.” 

Mal J. Neuwahl, Altoona, Pa., 
family shoe store proprietor, says: 

“I will sell a great many patent 
leather shoes for Spring. I will also 
sell some brown kids and quite a 
number of two-colored kid shoes, in 
honey beige and rose blush; I will 
also sell quite a number of Cuban 
heel welt shoes in stylish models. 
I believe in passing on the advanced 
cost of shoes to the consumer. I 
believe that a high grade service in 
footwear, in quality and in fitting, 
is entirely worthy of a fair mark- 
up.” 
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Cc. J. Rose, buyer for “Murray’s 
Smart Shoes,” at 1638 Atlantic Ave- 
nue, Atlantic City, and 1005 Chest- 
nut Street, Philadelphia, said that 
he is going to push patent leather 
strap pumps with genuine lizard 
trims, and perfectly plain operas. 
“J do not intend to raise prices,” said 
Mr. Rose. “Perhaps the fifteen to 
twenty-five cents extra that I may 
have to pay on my shoes, which I 
intend to sell as usual at $10 and 





$12, will mean that I shall operate 
on a little lower mark-up.” 


@ Shepard Stores, Providence, R. 
I, says that he is going to sell light 
colors. He anticipates that plain kids 
in shades of marron glacé and honey 
beige will be good Easter footwear 
sellers. He is doing a splendid busi- 
ness, and expects its continuance, on 
plain opera pumps in brown kid, 
shades of beige in suede, and in 
black leathers. 

Mr. Patton, of Patton & Hall, op- 
erating a family shoe store in Sche- 
nectady, N. Y., said: 

“My buying on shoes will be de- 
voted to 75 per cent to 80 per cent 
blacks and a sprinkling of colors. In 
women’s lines for Easter, I believe 
that one straps, in patent leather, 
kid, and calf, and reptiles in the same 
colors will sell in my locality. 

“In regard to price, I hope that 
the shoe merchants will add an ex- 
tra dollar to the price of their shoes, 
and get their proper mark-up. The 
real people will buy shoes at the ad- 
vanced price if the quality is main- 
tained. With the merchant’s worth- 
while trade, the question of price 
does not enter into the transaction.” 

Martin Weiss, shoe buyer for 
Goldberg’s Department Store, Tren- 
ton, N. J., said that he would show 
distinctive styles for Spring in black 


E R. ABEL, shoe buyer at The 
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and light shades, in both his women’s 
and in his children’s lines. 

Herman Schwartz, head of the M. 
A. S. R. A. 1928 Convention Com- 
mittee, operatitng a family shoe 
store at 2419 Atlantic Avenue, At- 
lantic City, said: 








“We are playing light colors very 
strongly, and are staying away from 
combinations, as we have never made 
a nickel on them. The good selling 
shades for Spring will be marron 
glacé, beige and light grays. I be- 
lieve that we shall sell 75 per cent 
black and 25 per cent on combina- 
tions.” 

Seaton Alexander, of Alexander & 
Co., Wheeling, W. Va., a past presi- 
dent of the N. S. R. A., said he be- 
lieves that many ties, some with cut- 
outs, and more in closed up effects, 
will sell well in light weight welts 
and flexible McKays. He notes a 
tendency toward a little wider toe in 
women’s lines. 

“My theory in regard to prices is 
to charge the right advance and the 
right mark-up. The merchant 
should watch his stock carefully.” 


H. BEALL, buyer for The R. 
@H. White Shoe Department, 
Boston, said: 

“T am buying beige for selling 
from February to about March 15, 
and then black—in patent leather, 
satin, and a sprinkling of dark blue 
kid. In February, I shall buy the 
light shades of tans; I may buy some 
blacks, with light gray reptile trims; 
or blues in dark shade, with light 
navy astralak trims. I believe the 
largest proportion of sales for Eas- 


Amey < i Soe 
Waseem = 





ter will be 75 per cent on black patent 
leather and satin shoes, and 20 per 
cent of black trimmed with colors, 
with about 5 per cent of one solid 
light color. Price advances will make 
no difference as far as we are con- 
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cerned. The consumer, paying $10 
for a pair of shoes heretofore, will 
just as readily pay fifty cents more. 
This is the first season for some 
time that the trade has had a chance 
to take a fair mark-up and show a 
profit. The public is being educated 
to higher leather prices. Those who 
have not advanced their shoes will 
have to do it right away in order to 
show a profit.” 


ARNER PEIRCE, proprietor 

of The Peirce Shoe Co., Rich- 
mond, Va., who sells women’s high 
grade novelty shoes from $10 to $25- 
plus, said: 

“Last year, the percentage of black 
shoes sold by me did not fall below 
43 per cent; black patent leather 
shoes sold better than any other 
kind. For this season just ahead, I 
believe that we shall have about the 
same proportion of blacks for women 
and that all black will be a better 
seller than black trimmed. Women 
will want the genuine reptiles, too, 
in $10 to $25 sellers; they are turn- 
ing against the imitation reptiles. 
The style appeal is getting stronger 
all the time. 

“In regard to advancing cost of 
shoes to the customer. If, for in- 
stance, you are selling a shoe that 
has sold all along at $10, you will 





still have to continue a $10 seller, 
_but you do not need to have quite so 
much workmanship in it as you did 
formerly. Your exact $10 shoe of 
last year might, with new style fea- 
tures and the same workmanship, 
bring $12 this Spring. The advance 
to the public for the same leather, 
the same workmanship and the same 
service must bring more money to 
you, because you have paid more for 
that merchandise.” 
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Service and Knowledge 


[CONTINUED FROM PAGE 52] 


Take inventory frequently and de- 
velop departmental information. 


Know what departments are earning 
Likewise know what each: 


money. 
sales person is earning for you.” 

In his plea for better salesmanship 
Mr. Buisch pointed out that of total 
customers lost, 30 per cent is due to 
poor salesmanship; 33 per cent is 
due to indifference, misrepresenta- 
tion and ignorance of goods, 10 per 
cent to mistakes, 17 per cent to 
wrong store methods, and 10 per 
cent to poor quality of merchandise. 

“Educate your salespeople,” he 
said. “That which makes salespeo- 
ple successful is knowledge of goods, 
ability to size up the customer, cour- 
tesy, tact, honesty, loyalty, confi- 
dence, enthusiasm, accuracy, and 
hard work.” 





Sidney Eisman, president of the 
National Shoe Wholesalers’ Associa- 
tion, pointed out that the wholesal- 
er’s position in the present system 
of distribution is stronger than it 
ever has been due to the demand for 
service. He advised smaller mer- 
chants to keep their stocks down, 
buy frequently, get good profits and 
a good turnover. 

The splendid organization work 
on the part of C. E. Dittmer, Execu- 
tive Secretary, in developing the 
program, preparing for the 115 ex- 
hibitors and providing an abundance 
of entertainment for visitors must 
not pass without mention. 





ERE’S a little secret gained 
from watching L. R. Dieckhaus 
of the Nunn Bush shoe department 


in Cincinnati selling shoes. 

The setting: 

One man buying a pair of shoes 
accompanied by a male friend. 
Dieckhaus notices that both the cus- 
tomer and his friend need new shoe 
laces, so without any fuss has his 
assistant put new laces in both men’s 
shoes. The tactful way in which he 
refuses payment for the laces is 
most interesting. And the explana- 
tion of how he considers little nice- 
ties like this as a regular part of his 
store service is a real sales talk, 
clever, sincere and convincing. The 
Dieckhaus theory of “courtesy 
makes friends and friends make 
sales” is reflected in the progress the 
department is making. 





[CONTINUED FROM PAGE 46] 





Prices Now — Not Later 


7.) sixteen dollars to spend, right 














only working for the landlord f 
and the undertaker. The pro- 
cession goes on, but you pass 
out of the picture. 

Slow paying merchants are 
soup, pie and fish for manu- 
facturers because the mer- 
chants don’t think. Give ’em 
thirty days and they’ll buy in 
cases; give ’em sixty days and 


> i 


They Want to Know 


Merchants ask us where to buy shoes and 
other store merchandise. 
we list the following typical inquiries: 


In this space 


there is where you lose out. 

Picture to yourself an old 
Jewish shoe retailer down in 
Phoenix, Ariz., on a hot day 
reading in a trade paper that 
prices are advancing. He 
mops his forehead and 
groans: “What in h-ll am I 
going to do?” 

A salesman enters and ex- 
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they’ll buy in carloads; give 
’em ninety days and they’ll 
buy all you make. 

Shoe merchants today need 
an urge to realize that they’re 
slipping instead of going. 

The shoe business today 
can’t be played with. It’s a 
business for business men. 
It has no equal in standing. 
It has no equal in prestige but 
it must be acquired by su- 
perior service, by the will to 
do and by outguessing the 
woman or man for whom you 
are buying. When you pre- 
judge a customer to the ex- 
tent of believing that she has 
six dollars to spend while, 
quite to the contrary, she has 








H-1073 Wants 
H-1074 Wants 
H-1075 Wants 
H-1076 Wants 


‘H-1077 Wants 


at $5. 


H-1078 Wants 
dren’s 


H-1079 Wants 
H-1080 Wants 


high grade riding boots. 

air balloons with firm’s name. 
women’s $6 shoes in jobs. 

men’s cheap white oxfords in stock. 
men’s calf oxfords, snappy, to retail 
jobs in men’s, women’s and chil- 
leather and tennis shoes. 

woven pocketbooks to match shoes. 


paper shoe bags. 


Interested parties may have names on re- 
quest to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 














plains that he represents the 
Go-Get-Em Shoe Co., with the 
most wonderful shoes in the 
world. The old Jewish gen- 
tleman looks up and says: 
“Did I give you an order last 
season?” “No,” says the 
salesman. “Well duplicate it, 
duplicate it,” says the retail- 
er, and this is the average 
merchant. 

My advice to you is to have 
few prices and fewer styles 
and to make a greater effort 
along service lines for which 
you must charge. Above all 
things be flexible, especially 
upward. If the merchandise 
is right a customer will come 
back. 
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PRONOUNCED SUCCE 


ALL INDICATIONS POINT 
AN EXCEPTIONAL FIRST SEASON 
FOR A NEW SPORT SOLE ~ 


Illustration in circle 
above shows right and 
left sole and heel de- 
sign. 


In the central illus- 
tration may be seen 
the webbing, im- 
bedded in the rubber, 
making the sole de- 
sign doubly effective 
and serviceable. 
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Those who know the needs of the sport loving public describe 
this new member of the “Rajah” family 2s a “pronounced suc- 
cess.” “Rajah” Web-Grip Soles are proving their merits through- 
out the country. Why is this so? First, the design is created 
with scientific precision to assure a grip. The left and right 
heels increase its power to hold. Vulcanized rubber and webbing 
are properly combined for strength and wear. The sole is firm, 
but light 2nd fully flexible. It possesses that element of distine- 
tion which influences sales. Capping all is “Rajah” Quality. 


ALFRED HALE RUBBER CO. 


MANUFACTURERS OF QUALITY PRODUCTS 
ATLANTIC (EST. 1837) MASS. 
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In the following Widths and 


Sizes: 


AAA/A and AA/B in sizes 7 to 12 
A/C, B/D, C/E and E/EEE in sizes 6 


to 12 
In Black Kid, — Fay or low cut iio 


In Brown Kid Ox 
In Brown Kid =o 


T68 is thi Dhow this voor that a waking more wnt 
profits for dealers and more satisfied repeat customers 
than any other. An arch support shoe with exclusive 


features. 





WRITE AT ONCE TO 


The Herold-Bertsch Shoe Co. 
GRAND RAPIDS, MICHIGAN 




















DEPENDABILITY 


In choosing a source of supply of material the dependability 
of the source is extremely important. 

In your business dealings, you want the assurance that mer- 
chandise ordered will be up to the standard you specify, and 
that you will receive your order complete with a reasonable 
degree of promptness. 

The quality of TUFSKIM is at all times dependable—so 
much so that high grade shoe manufacturers voluntarily 
state that TUFSKIM Sock Linings and Heel Pads are the . 
best they have ever used. 


Our promptness of delivery is known wherever shoes are 


RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. 
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* Tid e Weather Strip 


/ 


OST men are from Missouri when 

they are buying footwear, golf 
clubs or automobiles. Show them that 
the distinctiveness and desirability of 
your shoes are made enduring by “The 
Weather Strip That’s a Leather Strip,” 
and you can score a hit—and a sale. 


“The Weather Strip That’s a Leather 
Strip” is Barbour “Stormwelt” (patented), 
originated by us in 1924, and now used 
in constantly increasing quantities by 
makers of business, sport and heavy- 
duty shoes. Challenge the word 
“Stormwelt” (Trade Mark Registered) — 
there is only one genuine. 


THE GENUIN 


Hiats M Gather Strap” 


All substitutes and imitations are of 
two-unit construction, with a top deck 
or rib of rubber or artificial leather, filled 
with jute, paper or string. 


“There is nothing like leather,” and this 
is especially true for a welt of this char- 
acter, designed to choke the inseam 
against moisture and retard the tendency 
to “tread over” through the natural 


side-thrust of the foot. 


Barbour“Stormwelt”is all leather. To 
protect your own interests and those of 
your customers, be sure the shoes you 


buy have the 


= seen STOVINELT 





Ce 
BARBOUR WELTING COMPANY 


BROCKTON, 


MANUFACTURERS 


MASS. 
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The smart man-at-home and the fortunate chap 
who goes South for the season have one thing in 
common—each needs a well-turned-out oxford. 

Both require the same conservative elegance 
of line, but they part on the question of shoe 
weight. Yet the gentlemen in the picture part as 
friends on the question of shoes, at least, for each 
is wearing a smartly turned Walk-Over oxford. 


BOOT AND SHOE RECORDER 


WHETHER YOURE HEADING FOR SUNSHINE OR SNOW 
A SHOE FOR EACH 





WARDROBE 


All the types of shoes required for the shoe 
wardrobe of the smartly dressed man are avail- 
able at the many Walk-Over Men’s Shops through- 


out the country. 


“Shoes—As Seen on Oxford Street,” by 


William Arnsworth Wilson, is an interesting new 


booklet illustrating the newest Walk-Overs. 


You may have it for the asking. 


WALK: OV ER SHOES 


The gentleman at left will brave 

the winter with the Stoneleigh, 

a heavy wing-tipped brogue of 
stardy Tan Calf—at $12. 


for Grontlamon 


GEO. E. KEITH COMPANY, CAMPELLO, BROCKTON, MASS. *Reg. U. S. Pat. OF 


The traveler wears the Denbigh, a 

Walk-Over with the Main Spring* 

Arch; a light oxford of Black or 
Tan Russia Calf... $10. 


f Walk-Overs as seen in Vanity Fair are illustrated above. They Y 


4 are also advertised each month in other leading magazines. J 
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A Profitable Luxury 
Which is a Necessity 


“Wruat can I sell most easily and most profitably?” 


One answer to this natural, daily question is—“Baby Shoes.” 


They have a luxury appeal to a class of buyers which is hungry 
for luxuries—the mothers of pretty babies. Yet, they are neces- 
sities. Their prices are low in comparison with adult shoes. 
Their profit margins are as attractive as your favorite line. 


The vast majority of stores selling Baby Shoes feature Mrs. 
Day’s Ideals. If this is the line for them—it’s the line for you! 


Mrs. Day’s Ideal Baby Shoe Co. 


DANVERS, MASS. 


Chicago—325 W. Jackson Blvd. New York—387 4th Ave. 
San Francisco—49 4th St. 





















——— r 
Style 390 


‘Intermediates’ are first 

walking shoes. They have 

light soles and counters 

and offer more protection 

and support than do soft 
soles. 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM 


One hour a week 
keeps your rec- 
ords complete. 


ele-lwine-(ei-i@i- 12 i—- 


Every sale and 
purchase re- 


corded. 


DESCRIPTION 


Visible daily turn 
over and sales 
_ report. 


$5.50 


West of Denver $6.00 
Canada and Foreign Countries $6.50 








postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today before 
supply is ex- 
hausted. 


WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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Who’s Who on the Road 


Advanced Shoe Cost Explained to Hoosier State Merchants by Managing 
Director Crooke. Many Buyers at Indiana Travelers “Meet” 


Gee salesmen recently appointed by 
Foot, Schulze & Co. are: J. F. Con- 
way, northern California; G. L. Stan- 
ley, Washington; Oscar Boreen, Oregon 
and Idaho; E. L. Fellows, Montana; Ben 
Spitz, Kansas City; E. O. Fox, northern 
Nevada, New Mexico and Arizona; M. 
V. Price, Kansas. 





AM PRICE of 
Chicago, in co- 
operation with Abe 
W. Berkowitz, is 
marketing the out- 
put of the Interna- 
tional Footwear Co. 
of New York City. 
Mr. Price joined 
the International 
organization about 
January, 1926, 
having formerly 
represented for 
several years the 
Federal Slipper 
Co. This young man came to his new 
connection with enthusiasm, and has 
made a splendid success of the Inter- 
national Footwear Co.’s line in his ter- 
ritory. Mr. Price will retain his offices 
at 503 Security Building, in “The 
Windy City.” He is now calling on hsi 
trade in the Central West. 





Sam Price 





MONG the shoe traveler “vets” at 
the recently held convention of the 
Indiana Shoe Travelers, was Marc 
Reed of Indianapolis, who covers the 
larger cities of the country from Den- 
ver to Pittsburgh. Mr. Reed has been 
on the road for 50 years. He is a na- 
tive Hoosier. Still another “vet” in at- 
tendance was William G. Cushing of 
Chicago, with a record of 48 years on 
the road to his credit. 





BE W. BERKO- 
WITZ and 
Sam Price have 
formed a partner- 
ship which is mar- 
eting the output of 
the International 
Footwear Co. of 
New York City, 
well known makers 
of felt, leather and 
novelty slippers. 
Mr. Berkowitz 
makes his _head- 
quarters at, the 
factory, 20 West 
Twenty-second Street, New York City, 





Abe W. Berkowitz 


_ and will cover Southern and Eastern 


territory. Mr. Price will retain his 
offices at 503 Security Building, Chi- 
cago, and call on the buyers in the 
Central West. The Pacific Coast ter- 


| titory will be covered by Irvin Cheim, 


| traveling out of San Francisco. 


All 


| three men are now in their respective 


& 








q 


territories with their new samples. 


D P. McGARRY represents the Star 
* Felt Slipper Co., manufacturers 
of soft sole, felt, leather and silk com- 
fort slippers of Philadelphia. Mr. Mc- 
Garry showed the line of his house at 
the Atlantic City convention of the M. 
A.S. R.A. Mr. McGarry is well known 
in the trade. He formerly sold the old 
H. E. Guptill line, and was connected 
with the late Mr. Guptill for twelve 
years. He is now traveling all over the 
country from east to west with the 
Star Felt Slipper line. His headquar- 
ters in the Quaker City are at the north- 
east corner of Howard and Norris 
Streets. 





INDIANA CONVENTION 
HIGHLIGHTS 


INDIANAPOLIS, IND.—W. F. 
Crooke, managing director of the 
recently held Indiana Shoe Trav- 
elers’ Association Convention, 
told the merchants and the pub- 
lic of the Hoosier State that 
prices on new shoes are higher 
by from 75 cents to $1.50 the 
pair. “All leather shoes, from 
the cheapest to the most expen- 
sive, will cost more, owing to the 
scarcity of hides,” said he. “And 
the cheaper the shoe, the more 
will be the increase. Each pair 
of shoes for the adult costs the 
manufacturer from 30 to 45 
cents more than it did for- 
merly.” He explained that there 
was a world shortage of leather. 

Homer H. Beals, president of 
the National Shoe Travelers’ As- 
sociation, stated that ‘“Ninety- 
eight per cent of the shoes worn 
by Indianapolis women are on 
sale by Indianapolis stores. The 
wide choice of selection in color 
and style has practically elim- 
inated the made-to-order shoe.” 
He also said that the new lasts 
for women would be longer and 
narrower. 

President John P. Lucas an- 
nounced that color harmony, ex- 
emplified by dress, hosiery and 
shoes, is the big thought in the 
spring ensemble; that tan will 
be the order of the day, and 
black the order of the evening 
footwear; that the well shod 
woman will have at least four 
pairs of shoes. 

Charles I. Slipher, secretary 
of the State Association, deliv- 
ered an interesting talk. 

T. A. Delany, secretary of the 
National Shoe Travelers’ Asso- 
ciation, was a guest at the Indi- 
ana Convention, and gave valu- 
able counsel at the round table 
discussions, features of this an- 
nual “meet” of shoe travelers 
and shoe buyers. 




















C. STAFFORD, who has been rep- 

* resentative at St. Paul of the 
Goodyear Rubber Co., will travel in 
southern Minnesota for Hamilton- 
Brown Shoe Co. John F. Ryan, for- 
merly traveling for Endicott Johnson 
Shoe Co., will cover the northern Min- 
nesota territory for the St. Louis com- 


pany. 





EWIS E. 

MOSS of 
Hartford, Conn., 
has recently 
joined the sales- 
force of H. , 
Smith & Son, 
Inc., of Worces- 
ter, Mass., and is 
now representing 
this concern in 
the Connecticut 
territory which 
he formerly cov- 
ered for the At- 
las Shoe Co. of 
Boston, with whom he had been asso- 
ciated since his boyhood days. Mr. 
Moss has many friends among the re- 
tail shoe trade of “The Nutmeg State.” 
He will continue to make his headquar- 
ters at Hartford. 





Lewis E. Moss 





M. ANDERSON, a well known Co- 

¢ lumbus, Ohio, shoe salesman, has 
severed his connection with the Pen- 
nington-Gilbert Co. of St. Louis, and 
will carry the line of the Columbus 
Shoe Co., in the State of Michigan and 
Illinois. He will leave shortly after 
the first of the year. (UTPS) 





F. CUN- 
*NINGHAM, 
who. represents 
Moran - Herman - 
McManus, Inc., 
Auburn, Maine, 
in Philadelphia 
territory, showed 
his line at the 
Atlantic City con- 
vention, and re- 
ports a very good 
season. He said 
that the _ semi- 
dress line in the 
comfort shoe 
proposition of this house is going over 
in very fine fashion. “We are now 
making a splendid line of covered heel 
shoes,” said Mr. Cunningham. “Janu- 
ary is the biggest month we have ever 
had in a business which has been ex- 
ceptionally good since last July. Peo- 
ple certainly like style in comfort foot- 
wear. For instance, we are showing 
stroller tan and golden brown kid in 
straps and ties. I believe that two- 
eyelet ties will predominate. However, 
in our grade of medium-priced turns 
about 85 per cent of the shoes will be 
in black, in kid and in patent leather.” 





H. F. Cunningham 
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REG. U.S. PAT. OFF. 


Tue Aristocrat, with its dainty little cross strap 


and cleverly designed cuff, will add a smart 
touch to the costume on stormy days. This 
general type of Gaytees has been extremely 
popular, and with the new features 
should prove even more accept- 


able for the coming season. 


Wait for the Gaytees Salesman 


United States Rubber Company 
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HELTON R. HOUX, publicity direc- 
S tor and sales representative for Ed- 
win C. Clapp & Son, Inc., who covers 
Ohio, New York, parts of New England 
and Pennsylvania for his house, showed 
his line at the M. A. S. R. A. conven- 
tion, Atlantic City, and reported a 
steadily growing interest on the part 
of merchants in quality footwear for 
men. He says also that the new stock 
department of Edwin Clapp & Son is 
one of the features which inaugurated 
the 75th year of this house, established 
in 1853. 


















E. BERGER represents the Mun- 

¢ roe Shoe Co., Inc., of Auburn, Me., 
in Pittsburgh and vicinity. Mr. Berger 
recently showed his samples at the 
Hotel Ambassador, Atlantic City, dur- 
ing the Middle Atlantic Shoe Retailers’ 
Association convention. Assisting him 
in selling and display was Miss Helen 
M. Craig of Boston, who also modeled 
some of the new creations in Kaki- 
Kool, the interesting Indian print de- 
sign, which is made in designs emble- 
matical of the Cherokees, Sioux and 
other Indian tribes; in heels from 14/8 
to 22/8, and carrying the center buckle 
and twisted front strap; also the pat- 
ented Swish Sandal, with interlaced. 
cut-out and appliqued vamp, in many 
light color combinations, as well as 
shoes in darker shades, reds, greens 
and blacks. 






















L L. SMITH—of New York, too, 
just as is his famous name- 
sake, is aS prominent in his line 
of work as the Governor is in his. 
“Al” L. Smith of our industry who 
is everywhere recognized as one of the 
leading men’s shoe salesmen in_ the 
country, covers the large cities from 
Harrisburg, west, and Maryland, Vir- 
ginia and Delaware, for the Florsheim 
Shoe Co. of Chicago. Mr. Smith makes 
his headquarters at 945 West End Ave- 
nue, New York City. He showed the 
Florsheim line at the Atlantic City con- 
vention of the Middle Atlantic Shoe 
Retailers’ Association in company with 
his “side partner,” E. L. Whitney, who 
covers eastern Pennsylvania and New 
Jersey for Florsheim. Both Messrs. 
Smith and Whitney report the sale of 
many black shoes for spring. 


























OHN P. HOAGLAND, 77 years of 

age, actively represents the J. E. 
Dayton Co. of Williamsport, Pa., to a 
large number of friend customers in 
“The Keystone State.” Mr. Hoagland 
is affectionately known as “Pop” Hoag- 
land. He has sold shoes for the J..E. 
Dayton Co. for 50 years. Mr. Hoagland 
isalso one of the directors of the house 
which he has served so ably and faith- 
fully. Permanently locating in Wil- 
liamsport, Pa., in 1877, “Pop” Hoag- 
land made his first business connection 
with the J. E. Dayton Co. The factory 
was then producing a line of hand- 
made boots for lumbermen. Mr. Hoag- 
land called at the logging camps and 
knew every jobber from Williamsport 
to the Susquehanna River’s source. He 
traveled by a two-horse team, which 
also carried a light bobsled, as his cus- 
tomers wanted their boots for the 
spring “drives” never later than March. 
and it was rough going. “Pop” Hoag- 
land averaged 125 miles a week travel- 
ing five miles an hour over muddy 
roads and virgin forest by making a 
daybreak start and finishing late at 



















BOOT AND SHOE RECORDER 








evvssnnnanett 





Miss Helen M. Craig of Boston, 


representing the Munroe Sl.oe 
Co. of Auburn, Me., not only sold 
and displayed the new Kaki-Kool 
Indian print ensemble, consisting 
of gown and shoes, in the Hotel 
Ambassador, Atlantic City, sam- 
ple room during M. A. S. R. A. 
convention days, but gave an ad- 
vance showing of Easter styles 
on the seven mile boardwalk. The 
Indian print shoe which Miss 
Craig is wearing was made on 
the Delmar, center buckle, twisted 


front-strap design. Miss Craig 
has a perfect 4B foot. She has 
assisted in selling at the Bos- 


ton office of the Munroe Shoe Co., 
139 Lincoln Street, for the past 
four years, and makes occasional 
trips to the trade here and there 
throughout the United States 






























Thos. Mark Campbell 


HOMAS MARK CAMPBELL, who 

now represents the Ault-Williamson 
Shoe Company in Oklahoma and North- 
ern Texas, is well known to retail shoe 
merchants of that territory, as he has 
been handling the Hoge-Montgomery 
line there. He succeeds Ed Pankau as 
representative for Constant Comfort 
and Constant Style shoes. Mr. Camp- 
bell has had considerable experience as 
a salesman in both the wholesale and re- 
tail business. Before becoming a whole- 
sale salesman Mr. Campbell was con- 
nected with the Chilson Shoe Store of 
McAlester, Okla., for six years, so that 
he will undoubtedly be able to help his 
customers in many ways. For the past 
ten years Mr. Campbell has resided in 
McAlester, Okla., and intends to make 
this town his headquarters. 





65 


night. “High-priced” hotels in those 
days charged $2 a day for a room with 
a charge of 25 cents a feed for a horse. 
A good meal could be obtained at 25 
cents; there were no steam heated 
rooms. “Pop” is one of the 43 char- 
ter members of Williamsport Council 
United Commercial Travelers, organ- 
ized June 7, 1907, and on the occasion 
of his 75th birthday he was presented 
with a richly upholstered easy chair. 
The bigness of his nature was illus- 
trated by an excerpt from his speech 
of acceptance of this chair, “Through- 
out my entire life I have always tried 
to be very careful not to injure the 
feelings of anyone.” 


S. MEETEER covers Pennsylvania 

¢ for Fox & Feinsinger of Phila- 

delphia, who sell from in-stock a boys’ 

medium-grade welt shoe proposition. 

Mr. Meeteer reports that he is selling 

more blacks at popular prices in boys’ 
shoes than tan. 


ED S. LUDDINGTON, who repre- 

sents the Sargent-Anderson Co. to 
the chain stores, the big department 
stores and big retail buyers of the coun- 
try, reports a record production, and 
“all sold up for Easter delivery.” He 
says that the buying has been about 60 
per cent on black shoes and 40 per cent 
on light colors, with the honey beige 
shade and marron glacé predominating; 
that reds and greens in sandal types 
and Theo ties have also been in de- 
mand. The Sargent-Anderson Co. ex- 
pects to do a good white business after 
Easter. Ted will be at the Boston office 
of the concern, 195 Essex Street, until 
about March 10, when he will again 
make the rounds of his trade. 





| gee V. BYRN, nationally-known 
retail shoe merchant of Kansas 
City, Mo., who recently retired from 
selling shoes to the public, recently 
joined the salesforce of La Valle & 
Lo Presti of New York, and will rep- 
resent that firm in the large cities 
east of the Mississippi. Jess has gone 
back to his “old love,” as prior to his 
fifteen or more years spent as a retail 
shoe merchant, he sold shoes in the 
eastern section of the country for 
about five years. 


W. LOHMANN, who recently joined 
* the salesforce of The Miller Rub- 
ber Co. of New York, was graduated 
from Heidelburg University in 1913. 
He started with the Goodyear service 
department in 1914; he was adjuster 
and salesman of the Denver branch 
territory, 1914-15, and was assistant 
manager of the service department in 
Akron, 1915-16. Mr. Lohmann was a 
member of the board of control, 1916- 
18; of the truck tire department, 1918- 
20; assistant to sales manager, 1920-28. 
During the war he served in the Naval 
Aviation Service. 
RIENDS of Charles W. Evans will 
learn with regret of the death on 
Jan. 29 of his mother. Mr. and Mrs. 
Evans left Chicago the following day 
to attend the funeral at Seward, Neb., 
and subsequently proceeded via Denver 
to Los Angeles, where they plan to re- 
main for the next six months at least. 
Mr. Evans will establish a permanent 
sample room at Hotel Lankershim, Los 
Angeles. 
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“ROSALIE” 
Special Process 


B120—Patent wy 
~~ * 3 aby 


“CLARE” 
Special Process 
22/8 Heel 


B204—Dark Be Suede. $5. ro 


“ACE” 
Special Process 
B101—Patent Leather.... 
B100—wWhite Calf 4 


“PRINCESS” 
Special Process 


ae Be 
ar 


“OKAY” 
Special Process 


B192—Patent yen hag 85 





“BROOKLEA” 


Goodyear Welt 
12/8 Covered Heel 


B184—Beige Calf, 
Bei ¢, Lizard 
Calf -. 85.25 





B108—wWhite Kid. 5.15 


“NORMANDY” 
Special Process 


$5.15 
B162—White Kid .... 5.15 








Pittsburgh Office: 
Henry Hotel 
W. A. BARNEY 


B153—Patent Colt.... 4.85 


THE MENIHAN COMPANY 


“DELILAH” 
Special Process 


B126—Patent Leather ... 
B136—Beige Calf 


“RANGOON” 
Special Process 


“REGENT” 
y Special Process 


Two Toes—19/S Heel 

B154—Patent, Medium 
Narrow Toe. ..$4.35 

B3672—Patent, Medi- 


um Wide Toe.. 4.35 





SIZES AND WIDTHS 


2222-5 &% to 8 
«+2024 to 8 
BR cecccveeced to 8 
B wccccceeed® to 8 
C ceccccceed to 8 


Terms Net 30 Days 


Twenty-five cents addition- 
al for orders of less than 
three pairs 








“INA” 
pecial Process 
one Leather Bow 
B296—Honey Beige Kid. .85.00 
B298—Plaza Gray Kid... 5.00 
B295—Patent Leather .. 4.75 


“CLARE” 
Cuban and Spanish Heel« 


B230—Black Satin (15/8 
Cuban) 








“CLASSIC” 
Gootypeny, = eee 


B692—Genuine Amber 
Soe . .86.50 
ne Taff 
Alligator 








SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


Detroit Office: Book Cadillac Hotel 
HH CALVEY 


New York Office: 846 Marbridge Bldg. 
B. W. MOYLAN as 


Los Angeles Office: 107 East Sth Street 
Cc. E. VanDEGRIFT 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 


Fosthameten, a 
ELLIOTT L 


N on, Bagtens Office: 


raper 1g 
MONTAGNE 


Cleveland Office: 1589 Union Trust Bldg. 
A. F. JENKS 


San Poangoe Office: pase Hotel 


H. 8. KUSHI 
atte Hotel 


Chicago Qaige: M 
F. J. SA 














Bow 
5.00 
5.00) 
1.75 
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Shoe Merchants News 
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NATIONAL NEWS 


Colewel Kid Shoes Are 
Moving Well in Cincinnati 





Gray, Honey Beige and Mar- 
ron Glace Get Off to 
Good Start 


CINCINNATI, OHIO—January was a 
much better month for business than 
local retail shoe merchants expected, 
although February started off just the 
opposite. Rainy weather prevailed for 
the first few days of the month and 
very unsatisfactory Spring openings 
were held by several large stores whose 
semi-annual sales were held the last 
two weeks of January. Black patent 
is one of the best movers at present; 
marron glace, honey beige and gray 
are all good, and navy blue is starting 
off well. Plain white and trimmed 
whites are expected to be very good for 
late Spring. 

“Many calls are coming in for gray, 
reported Fred Haga, manager of the 
Queen Quality Boot Shop, “and colored 
kids are beginning to move well, with 
honey beige best. Marron glace is mak- 
ing a fairly good start and we expect 
blue silk kid to be very popular through 
Spring. Indications point to white as 
the best bet for late Spring, and we 
expect to do a nice amount of late 
Spring business on white trims and 
combinations.” 

“January was 50 per cent better than 
was expected at The Chandler Boot 
Shop,” reported Manager Charles Byck. 
Honey beige suede and honey beige kid 
are both moving exceptionally well at 
present, Mr. Byck stated, and patent 
and satin are both holding up very 
nicely. Blue is gaining popularity as 
the season advances and Mr. Byck 
thinks navy blue kid is a very good 
shoe for Spring and expects it to take 
well with the retail trade. The Chan- 
dler Shop is enjoying a very good busi- 
ness on light, summery shoes, many 
Florida-goers stopping in for a last- 
minute purchase. 


Queen Quality Changes 

MINNEAPOLIS, MINN. (UTPS) — 
W. W. Wilson, manager of the Twin 
City Queen Quality Boot Shops, has 
named H. L. Long as assistant manager 
at 114 East Seventh Street, St. Paul. 
Mr. Long was transferred from the 
Minneapolis store. J. T. High, form- 
erly with the Slipper Shop, Fort Worth, 
Tex., is assistant manager in Minne- 
apolis. Mr. Wilson is new to the Twin 
Cities recently. For eight years he 


was Walk-Over manager in Fort 

Worth. President F. R. Maxwell, Bos- 

a. has just made his first visit to the 
wins, : 








Skeels Buys Haas Store 


SACRAMENTO, CAL. (UTPS) — An- 
nouncement has been made by Edwin 
Skeels, formerly connected with 
Charles P. Nathan & Sons department 
store here, that he is completing the 
purchase of the lease, furnishings and 
part of the stock of the Walk-Over 
Shoe Store at 1110 K Street and will 
open for business soon. 

The business is being acquired from 
Henry Haas, who has been operating 
the Walk-Over store for the past three 
years. Haas has announced he will 
devote his entire time to the business 
of the Haas Booterie at 807 K Street, 
of which he has been the owner for 
the past ten years. 

A portion of the stock of the Walk- 
Over Shoe Store will be moved by Haas 
to the Haas Booterie, while Skeels will 
augment the remaining stock with new 
purchases, 


Quilleash Shop to Move 


Sioux City, Iowa (UTPS)—The 
Quilleash shop, exclusive women’s and 
children’s shoe shop, will occupy a 
new home at 515 Pierce Street after 
Feb. 15. Removal to new quarters 
was necessary to take care of an ex- 
pansion of business, according to Elmer 
B. Quilleash, owner. 

Coincidental with moving Mr. Quil- 
leash announced a special sale to com- 
memorate the fifth anniversary of the 
store. The quarters in the War Eagle 
block are being completely remodeled to 
present Sioux City with one of the 
most unique stores of its kind. 


Harstad Elected 


Sioux City, Iowa (UTPS)—Charles 
Harstad, president and general man- 
ager of the H. & H. Shoe company 
recently was elected chairman of the 
board of governors of the Associated 
Retailers of Sioux City for 1928. He 
succeeded R. Nason Friend as head 
of the board. 








Changes at McKelvey’s 


YOUNGSTOWN, OH10.—Claude Mun- 
ser, a prominent Kansas City shoe 
merchant, has become buyer and man- 
ager of the shoe department at the 
McKelvey Dry Goods Company here. 
F. Rasmussen, former manager of the 
McKelvey shoe department has _ be- 
come manager and buyer of the shoe 
department at the H. & S. Pogue store, 
Cincinnati, Ohio. 





Seney Brothers to 
Add Women’s Shoes 


Sioux City, Iowa (UTPS)—After 
retailing men’s footwear exclusively 
for 27 years, Seney Brothers, Sioux 
City pioneer shoe merchants, have de- 
cided to completely remodel their store 
and add a full line of high class 
women’s shoes and hosiery. 

Construction work to change the in- 
terior arrangement of the store, install 
new oak fixtures and a new store front 
construction will be started about 
Feb. 15. 

The store owners have announced 
that they will add the newest line of 
Julian & Kohenge footsaver shoes for 
women and the Bostonian footsaver 
line for men to their stock. 

Interior of the store will be re- 
decorated in a color scheme of gray with 
fixtures and furnishings to match. 
New Wilton rugs will be laid on the 
floors. Attractive wicker furniture 
will be used in the women’s section of 
the store. 


New Dep’t for Deitch’s 


KNOXVILLE, TENN. (UTPS) — The 
shoe department at Deitch’s depart- 
ment store, Market Street, is to be 
closed out as a preliminary to the re- 
organization of the whole store, accord- 
ing to announcement of the manage- 
ment. 

Plans have been made for extensive 
remodeling of the first floor, with re- 
arrangement of all departments and 
the addition of new equipment. An 
entirely new shoe department is to 
be established on the opposite side of 
the store and a new manager placed 
in charge. The present shoe depart- 
ment which is to be discontinued is 
operated by an outside firm under a 
lease arrangement. 





Melville Moving Up-Town 


New York, N. Y.—The John Ward 
Shoe Company has taken a long term 
lease on the five-story building at 555 
Fifth Avenue and will install a new 
Ward store, carrying men’s shoes ex- 
clusively, in the ground floor of the 
building. The four upper floors are 
to be used later as executive offices for 
the Melville Shoe Corporation, which 
controls the Ward chain as well as the 
Rival and Thom McAn chains of shoe 
stores. The Melville Shoe Corporation 
at present is located at Hudson and 
Desbrosses Streets, in the down town 
section. The work of remodeling the 
ground floor will be undertaken at 
once and it is expected that the new 
store will be ready for occupancy some 
time next month. 
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We Can’t Break Faith 
With the Child 


UR greatest asset is the Acrobat reputation for quality 
O and longer service. In spite of advancing prices for 
materials we will continue in every detail the present high 
standards of Acrobat quality and workmanship. 


So firmly established are the distinctive features which the 
Acrobat patented process gives these shoes, that mothers will 
keep on buying them, even though they cost a little more. 


Others may fall back on cheaper materials. But Shaft-Pierce 
have found that the wisest course is to make no compromise 


with quality—and to keep our faith with the child. 


Our Spring national advertising campaign will soon be in 
full swing. It’s the most complete and effective effort ever 
placed behind the line—and it will surely help merchants sell 
more Acrobats. Write for details and catalog of “In Stock” 


numbers. 


Shaft-Pierce Shoe Co. 
246 Third St., Faribault, Minn. 
Makers of Children’s Good Shoes for 3 Years 


gC 80847 
SHOES 


No. 1709 


Patent One-strap 

In Stock 6-8 B C D Sp. Heel 
8-11 B C D Spg. Heel 
11-2 B C D Rubber Heel 
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Merchants from many parts of the 
country gathered in Boston recently to 
attend the Ground Gripper conven- 
tion. Every man contributed some 
jdeas to the discussion of merchan- 
dising problems, and later a style show 
was held to show the new line. Ad- 


vertising plans for the year also were 
explained and approved. Among those 
present were: 

A. J. Wagner, Cleveland, Ohio; E. 


Another Boston Convention 


Kirchner, Cincinnati, Ohio; R. M. 
Redenbo, Toledo, Ohio; C. D. Schultz, 
Minneapolis, Minn.; W. Adams, St. 
Paul, Minn.; E. H. Borth, Duluth, 
Minn.; A. C. Zareck, Milwaukee, Wis.; 
J. B. Manning, Providence, R. L.; 
W. W. Nichols, Pittsburgh, Pa.; R. H. 
Johnson and G. O. Ophus, Chicago, II1.; 
O. A. Wilson, W. F. Hanlon, and J. E. 
Flanigan, New York: R. Nelson, 


Brooklyn; F. H. King, Chicago, IIl.; 
E. Scherer, Philadelphia, Pa.; S. G. 
Moss, Louisville, Ky.; R. A. Moore, 
New York; E. M. Deming, Columbus, 
Ohio; R. E. Olander, Chicago, IIL; 
R. R. Seymour, Hartford, Conn.; T. E. 
Barry, New York; G. N. Moffitt, In- 
dianapolis, Ind.; R. E. Lee, St. Louis, 
Mo.; H. L. Walker, Philadelphia, Pa.; 
W. M. Felka, Baltimore, Md. 








—— 


J. & T. Cousins Buy 
Baldwin Store 


BRooKLYN, N. Y.—W. H. Baldwin & 
Co., 312 Livingston Street, retail shoe 
merchants, have been succeeded by J. & 
T. Cousins. The entire store has been 
renovated, and its general appearance 
changed. The walls have been painted 
a light cream color. A new electric 
sign with 64 lamps adorns the outside 
of the store; there are new spotlights 
in the windows. 

With the first of the year a sale. was 
inaugurated of the old stock; attrac- 
tive newspaper ads and 10,000 circu- 
lars with a good buying appeal did ef- 
fective work in the way of volume 
trade. “Both customers and salesforce 
are showing real ‘pep’,” writes Edward 
J. Macklin, manager. “To do a real 
business one must continue to give new 
ideas; one must give service, and show 
the customers that he appreciates their 
coming into the store.” The new man- 
agement gives to the people of this vi- 
cinity a beautiful shop; an organiza- 
tion specially trained to serve every 
need, and to help the consumer select 
the correct styles. “The folks visiting 
us are treated as guests,” says Mr. 
Macklin. “We make them enjoy doing 
business with us. We are adding a 
fine line of J. & T. Cousins’ welts, 
bench turns, and Goodyear turns, and 
hope to build up a fine trade.” 


Forms Buying Firm 


New York, N. Y.—B. Benedix, 
former shoe buyer for such firms as 
Bloomingdale Brothers, Kresge Depart- 
ment Store, Newark, N. J., Oppenheim, 
Collins & Co., and the National Cloak & 
Suit Co., has formed a resident shoe 
buying firm here under the name of the 
Retail Shoe Buying Co., and has opened 
offices at 181 West Twenty-third Street. 
His brother, Alexander Benedix, for- 
merly with Saks-Herald Square, is con- 
nected with the new firm, also. 





Hook-Up Planned by 
Shoe Men and Clothiers 


Will Work Together to Make Men 
More Style Conscious 


Boston, Mass.—In addressing the 
annual convention of the New England 
Clothiers and Furnishers’ Association 
at Hotel Statler, Boston, Feb. 1, on the 
subject of the desirability of a closer 
tieup between the clothing trade and 
the footwear industry, Secretary 
Thomas F. Anderson of the New En- 
gland Shoe and Leather Association 
emphasized the importance of “Summer 
weights.” In the course of his remarks 
he said: 

“The success of the better-dressing 
movement which has been in progress 
in this country for some time depends 
largely upon the close cooperation of 
the apparel and footwear trades, be- 
cause it includes everything from hat 
to shoe, and no element of masculine 
apparel can be neglected. 

“It has long been evident that many 
men, although more or less particular 
about the kind of suits and neckties 
they wear, have very little shoe con- 
sciousness. This has been especially 
noticeable since the advent of the auto- 
mobile. 

“American men never will consent to 
be placed in sartorial straitjackets, but 
they should be more clothes-conscious 
than they are, so that the contrast 
between them and the women of the 
country may be less painful. 

“In one respect alone American men 
could raise the national standards of 
personal appearance by following the 
oft-given advice to wear only black 
shoes after 6 o’clock p. m., or as near 
that hour as they can conveniently 
make the change. It certainly is in- 
congruous to find at some evening so- 
cial function that half the men pres- 
ent are wearing black shoes and the 
other half tan colored ones. 





“There are obvious reasons of com- 
fort as well as of hygiene why men 
should change their shoes at least once 
a day; otherwise they do not give their 
feet the treatment to which they are 
entitled. 

“There is yet another phase of the 
men’s shoe question that is most im- 
portant, and that is the present move- 
ment to change from the heavier or 
Winter weight shoe to a lighter or 
Summer weight one, with the advent of 
the warmer season. May 15, which is 
also ‘Straw Hat Day,’ has been se- 
lected by the trade associations as 
‘Summer Weight Shoe Day,’ and al- 
ready the movement has been indorsed 
by thousands of men who have found 
this change not only conducive to foot 
comfort, but bringing a distinct benefit 
in a sanitary way. 

“It is well known that feet must 
‘breathe,’ and it is certainly logical 
that when men change to lighter weight 
clothing and straw hats they also should 
don footwear that is appropriate to the 
season. In all three cases the change 
is calculated to increase human effi- 
ciency. 

“In a word, the slogan of the foot- 
wear industry today is ‘Shoes for the 
season and occasion.’ ” 


Perugia to Open Soon 


New York, N. Y.—Andre Perugia, 
at a luncheon to members of the trade 
and consumer press last week at the 
Ritz-Carlton, announced that the pro- 
jected New York shop under his own 
name would be opened in the near fu- 
ture on Fifth Avenue at a site proba- 
bly between Thirty-eighth and Fortieth 
Streets. Handbags to match shoes as 
well as individually designed hand-bags 
will be carried extensively in this new 
shoe shop, which will feature shoes 
under Perugia’s own name. He also 
announced that all shoes made in his 
French factory and sold in this coun- 
try will bear his name, regardless of 
the retail distributor. 
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The Stylish 
Women’s 
Shoe 
Leather 


Beautiful 
and 
Substantial 
with 
Appearance 


and 


Feel 
like Kid 








for Spring 


266—Honey Beige 
268—Rose Blush 
271—Rose Tone 
265—White Jade 
267—Plaza Grey 
269—Marron Glace 
270—Stroller Tan 











American Hide & Leather Company 


BOSTON 


CINCINNATI 


AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France 


Lowell 


CALF AND SIDE UPPER LEATHER TANNERIES 


Curwensville 


Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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Light Kids Sell 
Well in Knoxville 


KNOXVILLE, TENN. (UTPS)—Fem- 
jninity it seems is always more eager 
to gei her new things early in spring 
than in any other season, as witness 
the movement of light kids at the 
Levison store, Market Street. An en- 
tire shipment has been disposed of, 
with more on the way—this in spite 
of the cold and often gloomy weather 
that has prevailed during the past two 


weeks. 

One of the best of these lights, says 
I. W. Millen, manager, has been a 
blond kid with honey-beige trim, strap 
and high heel being of the darker 
shade. Straps are very good at his 
store. but the new tie still is leading. 
One of these ties which is proving 
especially good is in two shades, honey- 
beige and rose-blush and features an 
eighteen-eight heel with a series of 
straps that are joined with a tie. 

Suedes are still moving to some 
extent and patents are fairly good due 
to their adaptability as a fill-in until 
the season is more fully developed. 


A Dressing Guide 


PROVIDENCE, R. I.—In the develop- 
ment of new and satisfactory dressings 
for fancy footwear, Everett & Barron 
Co. has designed a portfolio, the first 
of its kind, showing clippings of Spring 
suede leathers, Spring calf leathers, the 
luster leathers, silver and gold kid, liz- 
ard and reptile, bronze and patent, 
hair calf, white kid and satin, in all 
of the popular shades, having a com- 
panion dressing or dye. 

The timely feature is a line of leather 
lacquers showing that smooth leathers 
may be lacquered in any of the pop- 
ular colors. This remarkable portfolio 
gives a complete presentation of Cin- 
derella shoe dressings and their prac- 
tical application. 


Fred Ashdown Is Dead 


IrHaca, N. Y.—Fred J. Ashdown, 
owner of the Ashdown Boot Shop, died 
recently at Montour Falls, N. Y. Mr. 
Ashdown had not been feeling well for 
a week or so, but passed away sudden- 
ly, _Mr. Ashdown had been in the shoe 
business for many years and was loved 
by everybody with whom he came in 
contact. He was a man of whom the 
shoe travelers were very fond. Mr. 
Ashdown was for two terms exalted 
ruler of the Elks. He leaves a wife 
and daughter. His son, DeWitt, who 
po - associated with him, died last 
April. 


Brown Shoe Shows Gain 


St. Louis, Mo.—Brown Shoe Com- 
pany for the month of January showed 
an increase in shipments over the same 
month in 1927 of $269,000. The gain 
for the season starting Nov. 1 is 
$700,000. T. F. James, vice-president 
in charge of sales, says: 

General conditions are sound and we 
expect to show a substantial increase 
in February.” 





Boynton Opens in Boston 


Boston—B. J. Boynton, retail shoe 
merchant of Burlington, Vt., has leased 
for a long term of years the ground 
floor store at 112 Boylston Street, Wal- 
ker Building, adjoining the Colonial 
Theater, for an Arch Aid Shoe Shop. 
Mr. Boynton will carry the Menihan 
Arch Aid shoes exclusively. Mr. Boyn- 
ton is one of the best known and one 
of the must successful shoe merchan- 
disers in the East. He has a fine busi- 
ness in Burlington, and is a part owner 
of The Arch-Aid Shop in Rochester. 
He is making extensive repairs and 
will open for business about March 1. 
Mr. Boynton, personally, will be in 
charge. 


Indiana Dealers Form 
Arch Preserver Ass’n 


INDIANAPOLIS, IND.—During the an- 
nual Shoe Selling Week held in Indian- 
apolis Feb. 6 to 8, a number of retail 
shoe merchants specializing in the dis- 
tribution of Arch Preserver shoes 
formed an organization christened The 
Indiana Arch Preserver Dealers’ Asso- 
ciation. The following officers were 
elected: 

President, C. E. Turner, Risley Shoe 
Co., Richmond; vice-president, George 
A. Daughirty, Model Shoe Co., Bloom- 
ington; secretary, Paul M. Hannan, 
Muncie. 

Others in attendance were W. H. 
Kennedy, Washington Lawrence Clift, 
Clift & Davis Shoe Co., Newcastle; 
Arch. Davis, Clift & Davis Shoe Co., 
Newcastle; Fred Stephens, Stephens 
Bros., Shelbyville; M. N. Cramer, Prew- 
itt Shoe Co., Martinsville; Frank M. 
Cosner, Bedford; E. . Jackson, 
Knightstown; J. C. Riley, Boston Shoe 
Store, New Albany; Purlee N. Bowling, 
Salem; Huber, Huber & Bros. Shoe 
Store, Seymour; Ray Kern, Kern Bros. 
Shoe Store, Frankfort; Everett Combs, 
A. P. Shoe Shop, Evansville; H. W. 
Moore, Moore & Cook, Greencastle. 

The object of the organization is to 
study the merchandising and advertis- 
ing of Arch Preserver shoes and ex- 
change style ideas. The next meeting 
is scheduled for June or July. 


New Shoe Department 


Troy, N. Y. — Lester A. Rosen- 
gardt, for the past four years with the 
Duane Shoe Co., traveling New York 
State, and New England, opened an 
attractive new shoe department at the 
Muhlfelder Co., 20 Third Street, this 
city, on Feb. 1. Mr. Rosengardt is 
selling high-grade shoes only, in the 
price range of from $7 to $10, featur- 
ing Red Cross shoes. 


Jacobs with Palais Royal 


Boston, Mass.—Ralph Jacobs, for 
the past five or six years children’s 
shoe buyer for The Shepard Store here, 
and prior to that having a long busi- 
ness connection with Sorosis, and the 
industry, is now in Washington, D. C., 
where he will buy and merchandise 
the women’s and children’s shoes for 
The Palais Royal, Inc. 





Chappelle Takes Over 
Model Boot Shops 


Los ANGELES, CAL. (UTPS)—The 
five familiar Model Boot Shops of Los 
Angeles, Hollywood, Glendale and Al- 
hambra will cease to exist under that 
name when five new Neon signs bearing 
the name “Chappelle’s” go up over the 
doors on cr about Feb. 10. The new or- 
ganization has closed out the old Model 
line since the announcement of the 
change of management on Jan. 19, and 
the well known Model $5.85 line will be 
supplanted by a higher grade of men’s, 
women’s and children’s shoes to go on 
sale at all Chappelle stores. 

Alterations have been in progress at 
the main store, located at 324 West 
Seventh Street, in Los Angeles, which 
will practically double the selling space 
of that store when it opens under the 
new name. This change consists of a 
new mezzanine floor, attractively fin- 


rished in gray-green, and designed to 


accommodate the enlarged line of 
women’s footwear, and, in addition, 
children’s shoes, which have not hither- 
to been carried at this store. 

The children’s department will be 
especially unique, having mural decora- 
tions of characters taken from popular ° 
nursery rhymes, and executed in colors 
by a well known Los Angeles artist. It 
will be especially furnished with di- 
minutive furniture, and the kiddies will 
be assured of particular attention in 
every respect, according to the Chap- 
pelle announcement. 

In the reorganization attendant to 
this change Ira Hecht, well known and 
recognized for his many years of expe- 
rience in the shoe fraternity of the Pa- 
cific Coast, takes the post of president 
and general manager. Benj. Gould is 
the secretary and treasurer of the new 
concern, and Louis B. Cohen, vice-pres- 
ident. Other changes in branch per- 
sonnel have resulted in well earned pro- 
motions for many of the old Model staff 
at the various branch stores. 

The new “Chappelle’s” promises a 
new and distinct line of footwear, dif- 
ferent from that carried by any other 
store or chain on the Pacific Coast, and 
announcement carried in all the leading 
Los Angeles papers forecast the pre- 
miere opening as one of the most bril- 
liant in the retail footwear history of 
that city. 


White Strong in Florida 


West PALM BEACH, FLA. (UTPS)— 
With the winter season at its height, 
it is interesting to note the styles and 
colors being shown in women’s foot- 
wear, which, as usual, are approximate- 


ly six months in advance of those 
shown in the North. One-straps, step- 
ins, and sandal patterns in all white 
are leading, with the same styles in 
black meeting with but little demand. 

Deauville sandals are particularly 
popular, with the following combina- 
tions predominating: black and white; 
ecrase with cafe-lait trim; coffee with 
lighter trim; black patent with gray 
ostrich trim; and plain white. Cuban 
heels are very popular. 

In kid shoes, the most popular num- 
ber seems to be honey biege with 
darker trim; while blacks are leading 
in the dress shoes. 





A style that will catch everyone's eye. It's genuine 
Patent Chrome with attractive Champagne Underlay. 
Light Eyelets and Laces. Sizes 5% to 8, 8% to 11. 


hare iit 





Your Children’s 
Shoes 


The day of buying children’s shoes 
haphazardly—a few patterns from 
this manufacturer and a few from that 
—is rapidly being relegated to ob- 
livion. 

Successful shoe merchants are today 
buying /ines. In place of an unrelated 
lot of shoes, they have the satisfaction 
of knowing that all patterns are simi- 
larly trade marked, with all styles 
possessing the same high grade work- 
manship and leathers. 

In SINBAC Helthy-Fut Shoes for 
Infants, Children, Misses and Grow- 
ing Girls we offer you a Line that’s 
incomparable. It’s a quality-price 
proposition any one can feature to 
advantage. Write for descriptive 


catalog. 


SINBAC 


211-13-15 West Monroe Street 
CHICAGO 





No. 8664 
This. Patent Chrome is doubly attractive. First 
there is the smart pattern; then the delightful Honey 
Beige Silk Kid Trim. Sizes 5% to 8; 8% to 11. 
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To Buy and to Sell 


Terms: 10%-20 days 
— Express Allowed. 
(No order accepted 
for less than 12 pairs 
: on any 
style). 


IN-STOCK 
Immediate 
he P 5 Delivery 
(Swanky Pump) 
Patent, with Red Kid New Short See Sew) 
Patent, with Honey Vamps Honev Beine 5 
Beige Silk Kid Trim. 
(Spike & Ouban 
C Wide) 
$3.75 
(D’Orsay Pump) 
yr ~ 4 «x ‘ We select and distri 
tin \ a the best values from \ 
(Spike Only) England's popular-pr ic 
(As_ Above) manufacturers. ‘ 
New Mule Pattern many advantage. of 


Patent Satin Honey | location in t! 
Beige Kid market are refle: 


a a . in ANN HO\ 
$3.10 ; Shoes 


Other Snappy Novelties Continually In-Stock 


Aronson Bros. Shoe Co. Inc. 


Boston 213 Essex St. Mass. 





oo io%22 0 © oof! 
F( ARCH 
coPLVU2 
DIFFERENTLY BUILT, . _ | 
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Sensible 
shoe construction 
for sensible men 
whose foot arches 
need practical support 


The Copeg-Arch is not what is commonly known 
as an arch support shoe. Not ostensibly corrective, 
but sensibly protective. A double-thick insole and 
a skived leather shank piece reinforced with steel 
—plus a second lasting which makes permanent the 
snug fit at the instep—bring peace to troubled 
feet and keep peaceful feet out of trouble. 


Write for the whole story. 


The Copeland & Ryder Co. 


Jefferson, Wisconsin 
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For Business, Pleasure or Convention 


Chicago’s Premier Hostelry is the 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest Hotel in the World—46 Stories High 


“NEARER than any other hotel 
to all the places you want to 
reach!” That’s the comment we 
often hear from guests at the Mor- 
rison—whether they are vacation- 
tourists, business travelers, or at- 
tending a convention. 


1944 Outside Rooms 
Each with Bath, $2.50 Up. 


Every room is outside, with private bath, 
circulating ice-water, bed-head reading 
lamp and Servidor. Every floor has its 
own housekeeper, and all guests have 
garage privileges. 


Chicago’s Most 
Central Hotel 


At this location the subleases pay ali the 
ground-rent, and the saving is passed on 
to the guests, so that rooms are rented 
here at little more than half the figure 
they would cost in any other leading 
hotel in the city. 


The Terrace Garden 
and Boston Oyster House 


The fame of this historic location is 
largely due to the individual character 
of the Boston Oyster House, a Chicago 
landmark for over half a century. The 
Terrace Garden, also, has won national 
celebrity with its delicious menus, viva- 
cious dance music, and brilliant enter- 
tainments. Its programs are broadcast 
from WBBM. The Cameo Room, 
seating 2000, offers ideal conditions 
for trade meetings and conventions. 


The New Morrison, when completed, will be the world’s largest ond 
tallest hotel, 46 stories high, with 3400 rooms. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 
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After having achieved a reputation for Smart, 
Styleful Models, there’s a definite responsibility 
to maintain that reputation. We feel that you 
will agree with us that the FORD Models of the 
past few seasons have been in every way up to 
the highest standards of style and shoemaking 
—we know that the new Spring models will 
convince you that we are still maintaining our 
reputation! 
We want you to ask to see samples! 


C. P. FORD & CO., INC. 
ROCHESTER, NEW YORK 


Detroit Office: Burns-Gray Bldg.—Ray Wegman. 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy. 





CAMBRIDGE 


| 


The SUPERIOR TOYO CLOTH 


— IN STOCK! — 


The six weaves here illustrated are the Newest and Most Distinc- 
tive Patterns in Toyo Cloth. Each weave is carried in an 
gaa ranging from SIX TO TEN COLOR COMBINA- 


AMANAP orders already received from the country’s leading 
Shoe Manufacturers are indicative of the decided popularity of 
this Superior Toyo Cloth. 


Don’t delay—keep ahead of the great demand for AMANAP- 
made Shoes which will soon be made upon you. Send for 


Samples—NOW! 
DEAUVILLE 
Import Corp. iy Sea Keg gh gM gi gh gh ghghaR eat! 
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SHOE SPECIALTIES 
45 West 34th Street 
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VANITY FAIR BROADWAY 
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VULCO-UNE# 
31 OD, Gas WO) ote 
ARE WATERPROO! 


T 


Rainy and snowy weather are the 


Garaantecme)| Saute Tam ceela\uens 


Because Vulco-Unit Box Toes are 
. ' 

Waterproof, they will not soften or 

layauenere shapeless, and are a certain 


fuarantee OF continued character arate 


a } [ Baie ee } eee ti ee ; 
Sats (carting a (Gme Reem aabue)ercinlelelamaalamelcame): 


x gate wlatere 


’ A BECKWITH 


MFG. CO. 
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cAttached in 


Three Minutes 


BY THE CLOCK/ 


TIME IS MONEY 

SAVE YOUR CUSTOM- 

ERS’ & YOUR OWN 
USE 


uep 


CUSHION HEELS 


TIGHT EDGES WITHOUT CEMENT 


Firm Quiet Tread 


United Shoe Machinery 
seer dong Corporation 


“D 99 
BOSTON, MASSACHUSETTS, U.S.A. 





February 18, 1928 BOOT AND SHOE RECORDER 





TRADE MARK 


«8422 


We have never had to talk about the 
wearing qualities of Wilbur Coon Shoes. 


They have been good wearing—always. 


Here are a few numbers at a price that 
may lead you to believe we have sacri- 


ficed wearing qualities to achieve it. 


We haven't. The basic quality remains 
the same for these $4.85 shoes are built 
with the best leather counters, the best 


Cut out one strap, 209 (narrow heel, : : 
aad eek ee, a eke leather innersoles, solid leather heels, 


Cuban heel, Wingfoot fiber top lift. Wingfoot lifts, leather box toes, good 


oon cae a _ substantial outsoles and glazed kid quar- 


Plain size marking, combination ter linings. 


measurements. 
The shoe making is good, lasts and pat- 


IN STOCK terns perfect fitting, uppers are not as 
Widths AAA, AA 5 to 9 A, B, C, D, fine as those of our better grades, but 


E and EEE sizes 4 to 9. , . 
they are substantial and long wearing. 

Style B292—Black Kid 
Style B293—Patent Leather , ; 
If you are in the market for a plain, per- 
fect fitting one strap for the woman who 
demands a moderate priced shoe that will 
give her a lot of service, you can't go 
wrong on Style 292 the glazed kid, or 


Style 293 the patent. 





37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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Merchants Shoe Co. 


offers the 
Latest 


Jeanne Mule Pump 


In-Stock 
11 ways 


Can You 
Speak the 
Language of 
Your 
Business ? 


: 
| Do you know the meaning of all 





| 


= 
= 


the terms used in the shoe and 
leather trade? Can you make a 
good impression on a customer 
by calling things by their correct 
y g gs by 

names and answering questions 


Biack Patent (with ornament, as illustrated) 
Spike Heels--AA-C 

Black Satin (Rhinestone ornament) 

Spike Heels—AA-C 


Black Patent Vamp, Brown Tweed 
Leather Quarter (without ornament) 
Spike Heels—AA-C 
White Kid (without ornament) 
(March Ist delivery) 
Spike Heels—AA-C 


Brown Flower Satin (without ornament) 
Spike Heels—B wide only 


“Shoe and Leather 
Black Fatt (without ornament Lexicon”’ 


Same, on square toe, 
Cuban Heels—AA-C 
Black Rib Satin (without ornament) An authoritative dictionary of the 


Black Checker Satin (without ornament) . 
Parchment Checker Satin (without orna- terms used in the shoe and leather 


in an intelligent manner ? 


If you can’t—you need the 


LAOUHODONOUOOODOOOOODODOOOHGHUUGUSUSUSEGESOUOUUCEDUUGUQUGN'OOUGUGUQUGUGUGUGCUUGUUUSUSUGUCUGUGUGUGURUSUOUOUOUOURNOE 


ment) -* ° ° 
Spike Heele—AA-C trade. The price of the Lexicon is 
$4.00 


Silver Kid oe ornament) 


Spike Heels—AA-C | 50 Cents 


(Cash with order) 


a Boot and Shoe Recorder 
MR Seen) Publishing Co. 


BOSTON 6G | 
7 th St. Boston, Mass. 
57 Lincoln St. “O5 Boston, Mass. 207 South S oston 
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A SNAPPY OXFORD—A PRETTY STRAP 





Two of our best Dickory 
Dock sellers for Spring. 


Orders now taken for delivery 
March 15 to April 1. 


TRUITT BROTHERS, Inc., Binghamton, New York 











r 


{0000 


The trade mark There is only one line of 


genuine 


Sandal Z V{ VAL f »\ 
F - YD g 4 oy ZY Sandala, 
is registered in the U. S. Pat. Z / VU AK 


Office, as the property of the 
Goto Siipper Company. 


The use of the name Deaumill, Sandale or anv con- 


flicting therewith, on footwear other than that of the GOLO 
SLIPPER COMPANY, is a violation of our rights. It is our 


purpose to protect these rights to the fullest extent of the law. 


and the genuine always bears 


our stamp. 


INSIST ALWAYS ON THE ORIGINAL AND GENUINE 
THE PRODUCT OF 
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GOLO SLIPPER COMPANY 


MAIN OFFICE BRANCH SALES OFFICE 
129 DUANE ST., NEW YORK 1634-1635 REPUBLIC BLDG., CHICAGO 


FUUNEUUUOOUUUURUEDOAUOOEOEOOOUUOGOOOOOUOEESEEDOOOOOOOODOUUAEEOOOOUUOOUEEOOOUOOOEOUOUOOOOSOOOUOEOEOOOOOENEEOONOENENT 


MASCHOtececeeteees 








_ 


Distinctive Boudoirs 


: You want the best in boudoirs for 

nN TY OY they are the trade builders. Through 

ie all the years I have been making 

¥ boudoirs I have turned out a quality 

® product. They are distinctive bou- 

doirs in many ways priced to sell 
in volume with good profits 


Our apologies to Lape & Adler, in ; . ae Se oe 


from my factory stock with 


whose advertisement in our February black "or “colored boudoirs 
which carry leather or ru er 


4 issue, the name “Lape” was misspelled STOCK heels. Specify choice in order. 
“Lampe” in a few copies. Correction 36 Pair Cases Deltecies £t Case 


was made in later copies. 
A. W. GREELEY 


na 12 Duncan Street - Haverhill, Mass. a 
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Se ee 


SOT, 


2 q 


sales than trims without Cards E loo 


we sel 


ipart of ¢ 


RY the experiment one week with cards in the windows, then the week follow- = 
ing remove all cards, and note the difference in sales. Recorder Cards cost 16c vith _ 
‘ ; " ae ; tlver or gi 
per day, or 96c per week. Figure this cost against the additional sales brought in te hy 


during the week you use cards. Beap mes 


ards simil 

One large store analyzing its sales for last year found credited— SS ecene 0! 

31% to Windows 4% to personal letters. peppy selli 

60% to old customers who are repeatedly 3% to newspapers. 100 special 
brought in by your window trims. 2% to national advertising mediums. 


RE 
Recorder “Window Messages” Carry Actual Selling Facts §»w.. 
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-but Different / 


4 elling Messages 
Windows 








, 
‘ ; 


# 
& 
y 
f 
. ir 
, - 
7's 
a 
i 
2. 


are 


FoeHe 


ig 


Tear off and Mail This Coupon 


This Is What You Receive {77 


Please send the RECORDER SHOW CARD 
“Selling Messages” Service for one year, con- 
sisting of eight new cards each month, and 
four polychrome art easels with the first 
month’s service, beginning with cards for 
April, for which we will pay $48.00, payable 
$4.00 per month. 


$43.20 per year if paid in advance. 
We prefer the (silver) (gold) easels. 


WE looked a long time and discarded many types of easels before 
we selected the beautiful polychrome two-toned ones which are 
tpart of this service. 


With your first shipment of cards you receive four easels either in 
ilver or gold with your store initials hand em- 


bossed in the oval against a dark background. 
Every month you receive eight hand-designed $ 0 
ards similar to those reproduced above, with 


We sell men’s, women’s, children’s shoes and 
hosiery. 
(Cross out lines not carried.) 


diferent shaped cards each month . . . full of piace dt piteconen tera Mea liema 
peppy selling messages and every two months Month 


100 special blank price tickets. All for 


(Not more than two; if hyphenated, so 
indicate. ) 


Store Name 


Owner 


RECORDER SHOW CARD DEPT. 


Ci 
l'9 W. MADISON STREET CHICAGO, ILLINOIS “4 


State 
(February 18th issue) 
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WHERE TO BUY 


2:°Oe emer eo: omen seremnee-s ean es << 


Men’s Shoes 


6 EE EF EE EP EP 


“Sees Market News 


‘ta the Boot and Shoe Recorder 


"SATURDAY. FEBRUARY 18, 1928 


NATIONAL NEWS” 





“EVERY WEEK 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, ‘Mass. 











Richards & Brennan Co., Randolph, Mass. 


<\ 
BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 














Gane “vee 
1 Seuth Street 
Boston 


‘Che ve 
Co TS 66 


OCKTON 
CO-OPERATIVE 








EAST WEYMOUTH, MASS. 








HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 























NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











| Brooklyn Prepares for 
| Annual Style Show 


| New York, N. Y.—The Shoe Manu- 
| facturers Board of Trade of Greater 

New York, the official organization of 
| shoe manufacturers in the Brooklyn 

market, have started preparations for 
| their annual style show which wil! be 
| held in the Grand Ballroom of the 


Seialinaentecdibe 
Drive Already 
Is Under Way | 


and 


New England Shoe 
Leather Association Issues 

Call for Cooperation 
Theodor Cramer is acting as 


Boston, Mass.—New England man- : 

ufacturers of men’s shoes are working | ¢Ta! chairman of the style show 
on new styles of Summer weight wear | ™Mittee _and has direct charge of 
in anticipation of the annual drive to invitation, models and runway 
induce the men of the United States | Mittees. Emil Strassburger head: 
to make this much-desired change in | Committee on hotel arrangements 
footwear May 15 each year. In coop- | Costumes. George Miller is chairman 
eration with these manufacturers, the | of the committee on entertainment and 
New England Shoe and Leather Asso- lighting. J. J. Latteman, president of 
ciation already has inaugurated its the Board of Trade, is chairman of 
1928 Summer weight campaign and, in | the banquet committee and F. M. Gross- 
addition to furnishing the retail shoe | ™4? heads the publicity committe: 
merchants of New tngland, a little | 
later, with suitable window cards ad- | 
vertising the Summer weight period, 
has made an official contact with the 
New England Retail Clothiers and Fur- 
nishers’ Association along better dress- 
ing and Summer weight lines. In a 
special bulletin to its membership and 
the trade, the association makes these 
statements: 

“Our association, in inaugurating its 
annual Summer weight drive, asks the 
cooperation of all New England man- 
ufacturers making men’s shoes, in or- 
der that this year may find us well 
along the road to success. Please keep 
in mind that May 15 is the accepted 
date for this change from heavy | 
weights to the lighter weights. 

“While the drive has made consid- 
erable headway throughout the retail 
trade, there still remain many mer- 
chants who are not yet completely 
‘sold’ on the merits of Summer 


Hotel Commodore, New York, May 2! 
to 23, closing with a banquet on the 
night of May 23. 

fen- 
com- 
the 
om- 
the 
and 


Big Campaign Planned 
by The Scholl Mfg. Co. 


CuHIcaAGo, ILt.—The Scholl Mfg. Co 
has announced that it will. expend 
$1,250,000 in its advertising campaign 
during the year 1928. The schedule fo: 
the year, already under way, shows an 
increase of from 25 to 35 per cent over 
last year, and places the compan) 
among the first 100 large advertisers in 
America. In presenting the schedule, 
the company announced today: 

“The present day enormous consump 
tion of aids for the feet is not due to 
| any wider prevalence of foot troubles 

than heretofore, but is the result of a 
growing appreciation of the necessity 
of sound, comfortable feet for health 
and efficiency.” 

The company now ranks as the larg- 














weights. 
“We feel that last year’s campaign 
brought results, and are encouraged 
over the slight but real increase in the 
production of men’s footwear in 1927; 

but the success of the movement, of | 

course, is largely dependent on putting | 

| 

} 

| 

} 


est advertiser of its kind in the world. 
Its business has been built up within 
the past thirty years exclusively on 
the idea of foot comfort. 


Shoes at Motor Show 


MINNEAPOLIS, MINN. (UTPS) 
Bronson Steel Arch Shoe Co. anil 
Bronson Golf Shoe Co. ventured 
the Ford Motor Co. individual 
mobile show at 711 Nicollet A\ 
Minneapolis, with an_ exhibit. 
tures were given on the shoe 
struction with exhibits of fi! 
product and kangaroo tanned iides. 
Automobile show week has att: acted 
attention in both the Twin Cities for 
the eight days ending Feb. 11 a1: the 
Bronson people followed their usual 
custom of exhibiting wherever po-sible 
in convention halls and various ‘ypes 
of shows. 


out honest-to-goodness Summer weights 
(not too extreme, however), rather 
than placing on the market Winter 
weight shoes that are merely camou- | 
flaged.” 


The 
the 
into 
iuto- 
enue, 
Lec- 
con- 


ished 


Central Shoe Co. Gains 


St. Louis, Mo.—The Central Shoe 
Co., during the month of January, 
showed a gain in shipments over the 
same period of a year ago of 14% per 
cent. For the season the company has 
shown a 24 per cent gain in shipments 
and the January increase was the ninth 
consecutive month in which they have 
shown a gain. 
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Investigation Begun by 
Haverhill Inquiry Board 


HAVERHILL, Mass.—A Board of In- 
quiry, composed of four representa- 
tives of the Haverhill Shoe Manufac- 
turers’ Association and an equal num- 
ber of the Shoe Workers’ Protective 
Union, this week began an investiga- 
tion of the local shoe industry with a 
view of making drastic reforms for its 
improvement. The Board organized 
with Judge John J. Ryan, counsel for 
the shoe men, as chairman; and with 
William J. Ryan, former general sec- 
retary-treasurer of the union as sec- 
retarv. Meetings are being held several 
times weekly and the probe conducted 
with despatch that the industry may 





receive early benefit. Various construc- | 
tive reforms both within the union and | 


manufacturers’ organizations are con- 
templated, as well as amendments and 
revisions of the existing working 
agreement. Great importance is at- 
tached to the operations of the Board. 


Installing Machinery 


BROCKTON, Mass.— Work is_ being 
rushed by a large corps of machinists 
on the installation of machinery in a 


portion of the Brockton Factory Asso- | 
ciation Building on Court Street, where | 


the Conrad Shoe Co. soon will begin 
the manufacture of growng girls’ and 
misses’ shoes. Cutting will be started 
on 360 pairs to start with possibilities 
that this number will be increased. The 
manufacturing space is sufficient to 
turn out 1000 pairs a day. 

This is the second factory space the 
cmpany’ has leased within a few 
months, the company having acquired 
a webbing plant near its main factory 


International 


Shoe Co. to Open 
Chicago Branch 


Large Premises Taken by Big 
Company; W. B. Hatcher 
to Be in Charge 


CHIcAGO, ILL.—The position of the 
Chicago wholesale shoe market will be 
measurably strengthened the coming 


month by the establishment of a Chi- | 


cago branch of The International Shoe 
Co., St. Louis, to be known as Inter- 
national-Chicago Shoe Co. 

Ample and excellently located prem- 
ises have been obtained in the six-story 
building formerly occupied by Rice & 
Hutchins and located on the southeast 
corner of West Monroe and South 
Franklin Streets. 

This latest branch of the big St. 
Louis company will be conducted by 

B. Hatcher as general manager, 
and W. A. Ransom as sales manager. 
Mr. Hatcher has been identified with 
the big company for the past fifteen 
years and comes to Chicago from West 


Virginia, where he directed sales activ- | 


ities in that section. Mr. Ransom, who 
has had charge of “International” in- 
terests for some twenty years in the 
Pacific Northwest, comes from Seattle 
to assume control of the Chicago dis- 
tribution. 

Territory to be serviced from the new 
branch will for the time being be cov- 


| ered by some thirty salesmen in Ohio, 


on Perkins Avenue for the manufac- | 


ture of third grade shoes. 
bing plant, now known as the “B” fac- 
tory, has done so well on the new line 
of work that it was found impossible 
te start the new output in that space 
for lack of room. Clayton F. Emerson, 
formerly of Craig, Reed and Emerson. 
will be production manager in the new- 
est factory. 


Turn Shoe Plant Busy 


HAVERHILL, Mass. — The Rickard 
Shoe Co. is very busy at its local turn 
factory, rushing production in the 
Spring lines which feature reptilians 
and the light suede leathers. The new 
season’s numbers embody the usual 
smartness and distinction. The com- 
pany has maintained continuous pro- 
duction since early in the year, not 
being affected by the recent labor dis- 
pute. The reptilian models now going 
through the factory include many im- 
portations. 


Novelties in Good Demand 


Boston, Mass.—A_ substantial vol- 
ume of orders is being received by the 
new Louis Halpern Shoe Co., Inc., 
which began business at 147 Lincoln 
Street late in December. The company, 
vhich is under the management of 
louis Halpern, formerly of the Hal- 
pern-Davison Shoe Co., specializes in 
the wholesaling of popular priced nov- 
elty footwear for women. 


The web- | 





Indiana, Illinois, Michigan, Wiscon- 
sin, Minnesota and Iowa. 

The Chicago branch will specialize in 
highly styled unbranded shoes for 
men’s, women’s and children’s wear, 
styled to the market and the demands 
of the hour, besides the “International” 
staples in children’s and work shoes. 
The latter will constitute the only 
branded merchandise distributed from 
this branch. 

It is expected that the new premises 
will be in operation some time from 
March 1 to 15. The selling plans call 
for a service to retailers in the terri- 
tory named not previously extended by 
the International company in this ter- 
ritory. 

These new activities in and from 
the Chicago market will in no way dis- 
turb the status of the “Roberts, John- 
son & Rand,” “Friedman-Shelby” or 
Peters Shoe Co. branches of The Inter- 
national Shoe Co. These salesrooms 
will all be housed in the new branch 
building soon after March 1, with sep- 
arate entrances on the Franklin Street 
side of the building. 


New Men’s Shoe Concern 


NorTH EASTON, MAss.—The Chap- 
man, Cox, Inc., is the name of a re- 
cently formed firm of men’s medium- 
grade shoemakers for the volume trade. 
The president is George Chapman; 
Fred W. Cox is the vice-president, and 
M. E. Reynolds is the treasurer. 
Messrs. George Chapman and Fred W. 
Cox, both well known in the trade, will 
sell the output of the factory. The 
new corporation occupies the former 
Reynolds, Drake & Gabell factory. 








WHERE TO BUY 
Men's Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to Be Stetsons 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN ROBINSON 
NORTHAMPTON, ENG. 


Representative: 
F. D. Connor, Manchester, N. H. 


50 STYLES IN STOCK 
Ready for Delivery em the Det 


EMERSON SHOE MFG. Co. 
Rockland, Mass. 
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NOLDS Coem, 


OCKTON, MASS. . 











WHERE TO BUY 
Shoe Buckles 








AbaaabaAaoos4 
$n000000000% 


CUT STEEL 
BEADED RHINESTONE 
“Decidedly Different” 
Importers 


MAISON MANN, INC. 


formerly 
BAUER & MANN 
3 West 29th St., New York 





TriFaRt & De ALTERS 


Importers and Manufacturers 
1) 
CUT STBEL BEADED 


RHINDSTONE 


SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 





V<«——VEITH—>- V 
gE CUT STEEL— E 
IMITATION STEEL 
1 BEADED 


SHOE BUCKLES 
A. & H. VEITH, INC. 


1 m porter e— 
9-11 Kast S8th, New York 
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WHERE TO BUY 


Shoe Price Ticket Holders 


6 A 6 ee 








POLLY CLIP 
For Shoe Price Tickets 
ANGLE 


TILTS AT ANY 
Small, neat, everlasting. Now used by 
first class shoe 5. Half 


stores. ross le 
= .75. Check with trial order. 
fund if Lm REE 
- D. POLLINGER CO. 
416 Victoria Blidg., St. Louis, Mo. 














WHERE TO BUY 


Men’s & Women’s 
Slippers 


71 













AS THE QUALITY 
* ge SLIPPER 


COLORS” 





PARISTYLE FOOTWEAR MFG. CO., INC. 
40-46 West 25th St., New York City 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 











$27.00 per doz. and up. 
aay, tm ae 
2 sont on 
request 





Men’s All Leather House Slippers 


IN STOCK 
Romeos — Operas 
Everetts 
Golden Brown Kid 
—Hand Turned—8 
pel Sole—Rubber 

eel. 
Send for samples. i 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 
















IN STOCK 


$1.00—5 % 
days; case 
lots; 








bb heel 
turn; ru er H 
rights and lefts: 3 to 9 
WM. SUMNER SMITH 
825 Monroe Street 


Chicago, 111. 
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Cincinnati Factories 
Running at Capacity 


CINCINNATI, OHIO —Local shoe man- 
ufacturers report orders for Easter 
footwear to be coming in in fairly good 
volume and are assured a thirty or 
forty-day capacity run. Black patent 
is very good for immediate or future 
shipment and colored kid is being fa- 
vored in a large percentage of the 
orders specifying delivery at different 
dates all through Spring. Plans have 
been laid for late Spring and many 
manufacturers expect white to be at 
the height of its popularity. 

“Patent leather is leading in sales,” 
reported an executive of The Krippen- 
dorf-Dittmann Co., “and colored kid is 
second. Ties are selling and so are 
strap patterns. Plenty of business is 
coming in on Louis heels as well as 
Cuban effects. We are looking forward 
to a very good white season. There is 
very little interest being displayed at 
the present time in fabrics and we do 
not see very much prospects that they 
will be good this Spring season. Prices 
are firm; in fact, the leather market 
seems to be going slightly higher, and 
we can see no weak spots.” 

“Our factory is running at capacity,” 
said A. R. Toffler of The Charles Meis 
Shoe Co., “and a very satisfactory vol- 
ume of orders is coming in for at once 
and future delivery. Honey beige is 
being bought by many merchants and 
we expect this shade of kid to be very 
good through Spring. Black patent or- 
ders are holding up well in our in-stock 
department and we expect satin to be 
good for some time. Present indications 
point to a very strong white season.” 





Making Women’s McKays 


CHICAGO, ILL.— Johnston, Mou!ton, 
Barclay, Inc., is the corporate style of 
a new shoe manufacturing organiza- 
tion now operating the Highland, II1., 
factory previously occupied by Land, 
Mauldin Shoe Co., with salesrooms 
maintained at 1709 Locust Street, St. 
Louis. J. T. Johnston was connected 
for several years with The Hamilton 
Brown Shoe Co. and The Brown Shoe 
Co. J. D. Barclay gained his early 
knowledge of the shoe trade in charge 
of the country correspondence with The 
Nunn Bush & Weldon Shoe Co., Mil- 
waukee, and is a nephew of A. W. Bush 
of that company. W. W. Moulton is a 
son of W. H. Moulton, general factory 
superintendent of the International 
Shoe Co. 


Seldon Shoe Co. Moves 


HAVERHILL, Mass.—The Seldon Shoe 
Co., makers of women’s McKay shoes, 
has moved from 23% Hale Street, this 
city, to the C. C. Witham Block, Cedar 
Street, Amesbury. The new plant is 
now being equipped for immediate 
operation. The company, which is 
headed by Newman H. Seldon, will 
employ 150 and have a capacity of be- 
tween 25 and 30 cases. The two upper 
floors of the Witham factory in Ames- 
bury have been taken under a long- 
term lease. The factory was formerly 
occupied by the Briggs Auto Body Co. 
The Seldon company has been affiliated 
with the local industry for a period of 
five years. 





| 





Cincinnati Club Elects 


CINCINNATI, OHIO—The Shoe and 
Leather Club of Cincinnati held its an- 
nual election of officers recently and 
the following were elected: Felix P. 
McCarthy, president; Joseph Jones, 
vice-president; E. Furstenau, re- 
elected secretary-treasurer; Benjamin 
W. Freeman, governor for two years; 
and J. H. LeMontree, governor for 
one year. A three months’ membership 
drive was launched in December and 
more than two hundred new shoe and 
leather men in Cincinnati and vicinity 
had been taken in by the second week 
in February. The drive will not end un- 
til March 1 and Mr. Furstenau (eels 
certain that the goal of 300 new mem- 
bers will be reached. 





Light Suede Leather for 


Easter, Says Haverhill 


HAVERHILL, MAss.—The new light 
suede leathers are to feature Easter 
footwear, with present indications that 
blacks will have a very good run later 
in the season. Blacks already have 
been introduced and should increase in 
prominence weekly. Combination kid 
and suede effects are proving popular 
for immediate business. The light 
colors running now include beige, jade, 
gray, and honey. Reptilians in the bet- 
ter grade shoes are coming in strong, 
also some of the bright hues in kid. 

Light, dainty slippers, notably one- 
straps, front-straps, ties, and gores, in- 
terpret the spring modes. Lasts have 
not greatly changed. Heels for dress 
wear remain high, with a slightly lower 
heel on street types of shoes. Sports 
have not been given serious considera- 
tion to date. 

Sole leather advances have been the 
cause of a general stir within both the 
shoe and allied trades and buying con- 
tinues very keen. The allied indus- 
tries are operating at capacity and an- 
ticipate a good pre-Easter run. 


Miller Retires from 
Fund Chairmanship 


CoLuMBUS, OHIO, Feb. 7 (UTPS)— 
Frederick A. Miller, president of the 
H. C. Godman Co., and its affiliated 
corporation the Miller-Lerch Shoe Co., 
after serving for three years as chair- 
man of the Columbus Community Fund, 
refused to be reelected to that position 
and retired with many expressions of 
regret and appreciation of his efforts. 
Mr. Miller is really the father of the 
Community Fund idea which is de- 
signed to take care of practically all 
charitable work in Columbus and which 
distributes about $800,000 yearly. He 
was at the head of the recent drive 


which netted that amount for relief 
work in 1928. 
Clem Joins United Co. 
Boston, Mass.—The United Shoe 


. Pattern Co., of this city, Lynn, New 


York, and Paris, announce that LL. Cay- 
wood Clem, formerly with the |)unbar 
Pattern Co., has become asso iated 
with this concern at its Boston office, 
10 High Street. 
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When Merchants Meet 


A very interesting and profitable 
conference of visiting buyers was held 
at the A. E. Nettleton Company, Syra- 
cuse, N. Y., recently. Style tendencies, 
trade problems and merchandising 
aids were each thoroughly discussed 
from the retailer’s point of view, and 
many valuable and constructive sub- 
gestions resulted from the meeting. 
The first morning was devoted to in- 
spection of the factory. The after- 
noon was devoted to the discussion of 


English Branch for Barbour 


BROCKTON, Mass. — The Barbour 
Welting Co. of this city has completed 
plans to open a branch in Leicester, 
England, where the company will man- 
ufacture its product because of the ex- 
actions of the English patent laws. 
William C. Vizard, storm welt manu- 
facturing foreman at the Brockton fac- 
tory, will sail in about two weeks for 
Leicester where he will supervise the 
setting up of machinery and will in- 
struct operatives how to run them. The 
new company, which will be known as 
Welting Limited, will make only the 
storm welt which is the feature of fall 
and winter line. 


Blacks Run Strong 
in Boston Market 


BOSTON, Mass.—Shoe factories are 
busy with “hurry-up” orders for Easter 
trade. Stock departments are being 
frequently replenished to fill the de- 
mand. In addition to black shoes, for 
which the wants of the trade are about 
60 per cent on women’s and 80 per 
cent on men’s, there are many medium 


tans for both men and women, but in | 


lines for the latter, many gay effects 
are noted. Reds, greens, blues, and 
combination colors, in kid sandals, look 
as colorful as one might wish. White 
kid straps and sandal effects, in addi- 
tion to the new linen prints, in their 
bright shades, make sample room 
shelves look bright and cheerful as 
well as colorful. 


Black kid is in increased demand at ! 


higher prices. One house reports that 
its three best selling colors are—honey 
beige, ivory, and marron glace. In 
side leather, the prices of calf leather 
are helping the sales of side. Colored 
side leather and sport shoe sides are 
selling well. 








styles, leathers and lasts, with E. S. 
Barlow, the salesmanager, in charge. 
In the evening H. W. Cook, president 
of the Nettleton company, acted as 
host and welcomed the entire group to 
a banquet at the Onondaga Hotel, fol- 
lowing which the business _ sessions 
were continued. Thursday was de- 
voted to the problems of merchandis- 
ing and advertising under the direc- 
tion of H. M. Messenger, advertising 
manager. 


Nettleton Executives 


Selected for High Posts 


Syracuse, N. Y. (UTPS)—Henry 
W. Cook, president of the A. E. Nettle- 
ton Company and chief executive of 
the National Boot & Shoe Manufac- 


turers Association, has been chosen as | 
a delegate for the conference of the | 


National Manufacturers Association to 
draft an industrial platform that will 
be presented before the national con- 
ventions of the Republican and Demo- 
cratic parties. 

Martin F. Hilfinger, vice-president of 
the A. E. Nettleton Company today 
heads the Manufacturers Association 
of Syracuse. 
by the board of directors at a meeting 
held Feb. 7. 
Merrill, former president of the Lam- 
son Company. Mr. Merrill resigned 
and announced that he is moving to 
New York City soon. 
fice as president of the Manufacturers 
Association expires in April. 


elections of the organization will take | 


place in April, according to George A. 
Newman, secretary. 


Spelman Off for Europe 
NEw York, N. Y.—E. M. Spelman 


of the Clarendon Shoe Company, 
Brooklyn shoe manufacturers, sailed 
Thursday of this week for France, 
Belgium and England, where he ex- 
pects to pick up a number of new 
style ideas to be incorporated in the 
Clarendon line. 


An Announcement 


We are requested by Rousmaniere, 
Williams & Co. to make the following 
announcement to the trade: 

“Sidney H. Einstein is not connected 
with Rousmaniere, Williams & Co. and 
does not represent this firm in any 
capacity.” 


Mr. Hilfinger was elected | 


He succeeds William F. | 


WHERE TO BUY 
Children’s Shoes 





“FELAM’’ 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y, 
Boston Office: Statler Bldg., Room 532 











WHERE TO BUY 
Ballet Shippers 





In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CO., INC, 
147 Duane St., 


New York, N. Y. 











His term of of- | 


General | 





BALLET SLIPPERS—IN STOCK 
of the unusual kind 
B102 Bik. Kid Hand Ture 
Seft Tee 
Child’s 6 | yay 35 
Misses NY te 1.40 
Women’s 2‘ te e- 6—1.45 
Alse Hard Tees 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. lith St., Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 
In STOCK 
Women’s, $1.35; 
Misses’, $1.30; 
Children’s, $1.25 
Send for Mail orders prompt- 
Samples ly attended to 
ROTH & ROSENBERG SHOE Co. 
124 N. 3rd St., Philadelphia 








Brooks’ Toe Slippers 


In Stock 


Women Misses Ohildren 
618 Black Kid. a . $2.70 
608 Pink Satin. 8.30 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. Gth St. 
Los Angeles—1162 So. Hill St. 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Slipper Supplies 








Jf eureus AnD By ny 4 Ag 
The right merchandise the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 


| ceded by dinner. 
| Gaddis presided. 
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WHERE TO BUY 


Heel Protectors 


i et i et te i i i el he i ll 


A — MAKER 
retail 


paMy X,)" 5 


Any Le 
PRICE $7 

162 Union St. 
MEMPHIS, TENN. 
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WHERE TO BUY 
Standard Shoe Materials 


oa 6 SPT ee 


Colored 
Chrome 
Sides 


Beggs & Cobb, Inc. 
Boston, Mass. 














The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Boston, Mass. 


est Virginia 


The high reputation of its users 
is significant of its merit. 
Puly Product Department 
West VirginiaPulp& & Paper Company 
Detroit New York Chicago 














WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 


| F. Tyler, Jr., 


| next discussed, and 


| tailer. 


| their salesmen. 


| annual report of the secretary-treas- 
| President, M. P. Gaddis, of Hutchinson- 
| Ambrose, of Hamilton-Brown Shoe Co., 
| Boston; secretary-treasurer, Thomas F. 
| Anderson, of Boston; executive com- 


| Co., 
Greene, Anthony & Co., Providence, R. 


| Smith & Son, Inc., Worcester, Mass. 





Wholesalers Talk Prices 


at Annual Meet in Boston 


Boston, Mass.—The annual meeting 
of the New England Shoe Wholesalers’ 
Association was held at the Boston 
Chamber of Commerce Building re- 
centiy, the business session being pre- 
President M. P. 


There was an interesting and in- 
structive round-table discussion of the 
situation arising from the large ad- 


| vances in hide and leather prices that 
| have taken place during the tast twelve 





months. 
Speaking for the manufacturers, D. | 

expressed the opinion | 
that higher prices for footwear as a | 
result of these conditions are inevitable, 
and in the case of his own company he | 
cited the fact that the total increase in | 


| the cost of the leather used in the 


medium grade shoes has increased 95 | 


| cents per pair during the last year. 
| The chief problem of the manufac- 
| turers, he said, is how to get this neces- 


sary advance from their customers. 

The subject of the securing of sales | 
during 1928 by shoe wholesalers was | 
it was the con- | 
census of opinion that this problem will | 
be worked out satisfactorily, provided 
the wholesaler is careful as to credits 
and does not try to overload the re- 
The wholesalers must intensify 
their work and keep in close touch with 
Some wholesale houses | 
probably will have to somewhat in- 


Following the presentation of the | 


urer, the following officers were elected : 


Winch, Boston; vice-president, R. E. 


mittee, Stanley M. Lane, of Lane Bros. 
Boston; Byron S. Watson, of 


I.; and E. Walter Smith, of H. E. 


Wholesale Shipments Show 


Good Increase in St. Louis 


St. Lours, Mo.—Business in the 
wholesale district continues brisk, with 
January in most houses showing a nice 
increase in shipments over the same 
period of a year ago. The opening of 
February was not unusually active, but 
it was the opinion of everyone that a 
gain would be made for the month. 

The American Retailers Convention, 
held during the week of Feb. 6, brought 
many merchants to the market. Jack 
Winkler, in charge of house sales for 
the Hamilton-Brown Shoe Co., reported 
good sales, with merchants making a 
definite choice of light footwear. This 
statement was repeated in another 
large house with the reservation that 
black was selling well. 

In a line-up of five shoes shown by 
the Central Shoe Company, colored kid 
numbers were outselling patent. E. H. 
Bickel, manager of the style depart- 
ment, ‘said, however, that this was not 
true of the general trend and in group- 
ing the buying, patent would prove 
stronger in the selection. 





8 A OF 


WHERE TO BUY 


Women’s Novelties 


6 8 AE ce 





$3 t 0 Store Save 10c. to 5c. 


Pair! 
Write us and we’ 
tell you how, N 
obligation at all. 





Samuel Cohe: 
Shoe Co. 
72 Lincoln St 
Boston, Mass. 




















Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelt; 
McKays. 

Send your orders and 
scribe the shoe you nex 
Louis Halpern Shoe Com 


pany, ine, 147 Linco 
Street, Boston, Mass 














| crease the number of their seed Dave Davis Now a 


| salesmen. 


Director in His Firm 


CuHIcaGo, ILL.—At a recent stock 
holders’ meeting of Lackner, Butz & 
Co., Dave Davis, the popular Chicago 
shoeman, was elected a director of this 
prominent financial organization which 
has underwritten many important real 
estate loans in Chicago and vicinity. 

Many of the traveling shoe salesmen 
and retail merchants in the Central 
West have sought the financial advice 
of Mr. Davis during the many years 
he has been actively identified with 
the shoe industry and have seen fit to 
follow his lead in placing their invest- 
ments in Lackner-Butz bonds. The 
recent selection of Mr. Davis 
director of this well known company is 
excellent tribute to deserved ability of 
an exceptional member of the shoe 
fraternity. 


Shoe Trade Man Talks 
Before City Council 


Boston, Mass.—Thomas A. Delany 
of this city, secretary of the National 
Shoe Travelers’ Association, recently 
returned from the Annual Convention 
of the Indiana Shoe Travelers’ Associa- 
tion, and the Indiana Shoe Retailers’ 
Association held at Indianapolis. Sec- 
retary Delany was one of the speakers 
at the meeting, and his remarks mad: 
such a favorable impression on May 
Slack of Indianapolis, who was | 
ent, that he invited the Boston 
to address the City Council. Inc 
tally, Mr. Delany presented an of! 
invitation to the delegates to con 
the Ninth Annual Boston Shoe 11 
Leather Fair, to be held July 9-1))-11. 
The convention passed a vote of tl 
for the invitation. 


as a 
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Make Selling 
Easier 


through the 


Dr Scholl 


method of 
Foot Correction 


Folks with weak arches—and most people have them—are 
hard to satisfy with shoes. To make selling easy you must cor- 
rect their impression that the shoes you sell them hurt their 
feet. You’ve not only to sell them a pair of shoes but to 


Keep them sold 


To accomplish this you should stop the falling of the arch 
with Dr. Scholl’s Corrective Foot Appliances to ease the 
feet, make them comfortable, and then keep the customer 
coming in at intervals of two or three weeks for adjust- 
ment of the appliances so that the arch may gradually be 
set back to its proper position. This serves the two-fold 
purpose of insuring real satisfaction and of having the 
customer form the habit of coming to your store. 


THE SCHOLL MBG. Co., Inc. 
Largest Makers of Foot Appliances in the World 


213 W. Schiller St., Chicago 
62 W. 14th St., New York 112 Adelaide St., East, Toronto 
1-4 Giltspur St., London, E. C. 
Branches in the leading cities of the world 





With this Arch Fitter Dr. Scholl’s Corrective Foot Appli- 
ances muy be adjusted in a moment for an exact fit or to 
increase the elevation as the condition of the foot im- 
proves. Repeating this service over a course of several 
weeks firmly cements the customer to the store. 


The 100,000,000 circulation of Dr. Scholl’s national 
advertising includes most people in your town. We 
are the world’s largest advertisers in the shoe trade. 


Dr Scholls 
Corrective Foot Appliances 


Easing a fallen archand Raising the appliance a trifle Arch fully restored toits 
halting its further drop with after a few weeks as condi- normal contour on third ad- 
a Dr. Scholl appliance. tion of foot improves. justment of appliance. 
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POSITIONS WANTED 
LINES WANTED 
ALL OTHERS 


ALL DISPLAY SPACE 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


4c per word. Minimum charge 75c. 


7c. per word. Minimum Charge $1.25 


When advertisers desire answers to come in our care 


4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad. 


vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 





Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
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SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 








ee 











We are increasing our sales force and 
have several opportunities to offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line in some territories. Write full 
details in first letter. 


Goodwill Shoes 


For Hard Service and LongWear 
‘ - OQ 


h 





WANTED: 


Salesmen to sell our in stock shoes in the following territories 


Missouri & Kansas Illinois & Iowa Michigan 
Wisconsin, Minnesota, No. & So. Dakota 
Texas & Oklahoma 


Strictly commission basis only. No objection to carrying another 
line if not conflicting. 


BANCROFT WALKER COMPANY 
13 WORMWOOD ST., BOSTON, MASS. 

















INFANTS’ FAST REPEATING 
FLEXIBLE FIRST STEP TURNS 

All in stock—28 numbers. Straight 
7% commission. Samples ready. Middle 
West, North West, Mountain States, New 
England, Pennsylvania, Ohio and New 
Jersey open. If you cannot give main 
line for reference, do not apply. 


SCHUYLKILL SHOE CO. 
Orwigsburg, Pa. 











SLIPPER SALESMAN FOR PACIFIC COAST, 
ALSO SEVERAL OTHER TERRITORIES 


We have opening for man with big following among jobbers, chain and large department 
stores. Biggest, most complete line of popular priced novelty satin boudoir slippers, soft 
soles, mules wood heels also hard soles, also several leather numbers. (Commission basis 
To the right man, will turn over some good accounts. State houses you have represented, 


amount annual sales, and give references. 
MELROSE SL IPPER co., INC. 
76 Greene St., New York, N. Y. 














Wanted Salesmen 


who work their territory close 
to carry our line exclusively in 
the following territories: Geor- 
gia, Ohio, Pennsylvania, New 
York State. First letter give 
territory covered in _ detail, 
present connection, shipments 
1926 and 1927. Ramsey’s “They 
Cannot Rip,” 347 Rider Ave., 
New York City, N. Y. 

















RARE OPPORTUNITY — We are changing 


representatives in the following states in 
which we have established trade: Iowa, Kansas, 
Missouri, New York, and Kentucky. Want 
men to carry our line of In-Stock leather house 
slippers as side line. Must live on territory 
and cover same close by auto. Give full par- 
ticulars in first letter. No drawing account. 
Weekly settlements against orders received. 
Twenty men now successfully selling line. 
Easiest selling commodity in shoe game today. 
Maid Rite Corp., (Manufacturers), 35 York 
Street, Brooklyn, New York. 





WANTED: Salesman for Indiana and Ken- 
tucky. Prefer young man with car, living 
on territory. Experience not essential ws" well 
recommended. P. W. MINOR & SON, INC., 
Batavia, N. Y. 











WANTED— 
SALESMEN 


for live side line of boys’ popular priced Calf skin and Kips. IN STOCK. 
Young men’s advanced styles in boys’ shoes that appeal and repeat. One case— 
14 samples. 6% on sales and mail orders. Exclusive sale to men with estab- 
lished trade traveling by auto in following territories: (Correspondence strict- 
ly confidential.) 


New York City Louisiana 
Virginia-Maryland-Delaware Arkansas 

Kentucky Missouri 

Tennessee North and South Dakota 
Alabama Colorado-Utah-Wyoming 
Mississippi 


Address D-320, care Boot and Shoe Recorder 
189 West Madison St., Chicago, Iil. 
































W ANTED— Experienced salesman, to carry ALESMAN for West Virginia. s 
as side line, medium grade Children’s and basis. Welts, McKays, Stitchlowns, Leg 
Misses’ genuine Goodyear Welts. State ex gings. Only interested in salesman ing it 
ence and territory in first letter. Ad ~— territory. No objection to carrying non-cot 
D-301, care Boot and Shoe Recorder, 207 South flicting iine. Hagerstown Shoe & Le ng ( 
St., Boston, Mass. Hagerstown, Maryland. 
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W ANTED—Experienced salesman cart 


SALESMEN to cover Long Island and Con- side line of popular priced children's welts, 


necticut territory for jobbers’ popular price sizes 4 to 8 in sport and plain leatlers.. 
general line. Only experienced with references stock proposition. State snpersence, territo 
ae La Sobel Bros., 157 Duane St., New and reference. Address O. Schw & OC 
York, 16 North 3rd St., Philadelphia, Pa 
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SALESMEN WANTED 





_ 





with references, considered. 





Salesmen Wanted 


High grade salesman for Connecticut. Also one for Massachu- 
setts, New Hampshire and Vermont. 
of women’s Welts, Arch and Sport Shoes. Also factory make-up 
proposition. Established trade. Will give liberal drawing account 
to right men. Only high grade salesmen covering these territories, 


A. SANDLER 


Established 1889 
144 Lincoln St., Boston, Mass. 


Three complete stock lines 








WANTED: Live wire salesmen with estab- 
lished trade to carry a fast selling line of 
women’s snappy novelties to retail from $4 to 
$6, carried in stock, in upper New York State, 
Pennsylvania and Ohio, Maryland and Virginia, 
Alabama and Missouri, Illinois including Chi- 
cago, Indiana and Kentucky, and California. 
Strictly commission basis. Only men with clean 
record and good references need apply. Ad- 
dress D-343, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMEN WANTED—With 
trade for States of Washington, Oregon, 
Montana, Idaho, Wyoming, Nevada, Utah, 
Colorado, North and South Dakota. Ours. is 
a fast line of women’s novelty McKays which 
retail at $5.00, $6.00 and $7.00. Liberal com- 
missions. Applications of men who carry non- 
conflicting side lines will be considered. This 
is an opportunity to become associated with a 
live wire organization. Shu Stiles, Inc., 1330 
Washington Ave., St. Louis, Missouri. 


established 





SA! ESMEN WANTED — With established 
trade for States of Alabama, Mississippi, 
Virginia, and West Virginia, Michigan, Wis- 
consin, Minnesota. Ours is a_ fast line of 
women’s novelty McKays retailing at $5.00, 
$6.00 and $7.00. Liberal commission. This 
is an opportunity to become associated with a 
live wire organization. Shu Stiles, Inc., 1330 
Washington Ave., St. Louis, Missouri. 





ALESMEN WANTED to carry short, snappy 
line of semi-dress Comfort Shoes in stock 
to retail trade in various territories on 7% 
commission basis. Address Key No. D-338, 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass 


ALESMEN WANTED—For Iowa, Kansas, 

Kentucky, Maryland, Missouri and New 
Jersey with good following to sell a women’s 
Welt line with proven merit at popular prices 
in stock. Can be had a principal or side line. 
Address D-331, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











ALESMAN for Mississippi and Louisiana 
Commission basis. Welts, McKays, Stitch- 
downs, Leggings. Only interested in salesman 
residing in territory. No objection to carrying 
non-conflicting line. Hagerstown Shoe & Leg- 
ging Co., Hagerstown, Maryland. 





ALESMEN WANTED—To represent fast 
“ selling line women’s Popular Priced Welts 
in stock proposition. Excellent opportunity for 





right party with following. Territory:—New 
York, Pennsylvania, Ohio, Indiana, Illinois, 
Wisconsin, and Minnesota. State experience. 


Prosperity Shoe Co., Inc., 174 Lincoln St., 
Boston, Mass. 








ALESMEN WANTED:—Several States in 

Middle West, South and West open to ex 
perienced men well acquainted on the terri- 
tory. “Health Maker” line of children’s shoes. 
Can be shown with one grip. Straight commis- 
sion. Please give omens references in first 
letter. H. F. Malott Shoe Mfg. Co., 1915 N. 
Girard St., Chicago, Illinois. 








HELP WANTED 








FOR SALE 








SHOE FACTORY 
MACHINERY 


A real opportunity to obtain at a 

bargain all or any of the follow- 

ing: 

1 LANDIS STITCHING 
MACHINE 

CHAMPION NAILER 

EDGE TRIMMING MaA- 
CHINE 

1 VICTOR ROUNDER 

1 TACK PULLER 

1 HEEL SHAVER 

Address all replies, D-342, Care 

Boot & Shoe Recorder, 207 South 

St., Boston, Mass. 


_— 














WANTED—Experienced shoe man capable of 

buying and selling. take full charge of 
exclusive shoe store. Must buy one-third in- 
terest ($3500.). Address D-325, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








LINE WANTED 


EXPERIENCED Shoe Salesman selling the 
“ large retail and wholesale trade in all the 
big cities east of St. Louis would like line of 
Women’s Welts, Turns or McKays. Best of 
reference. Address D-307, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








F you are looking for a successful live young 

man with proven ability to sell factory line 
of women’s novelty McKays retailing $4.00 to 
$5.00 to jobbers, chain and department stores, 
in Middle and Central West. Please write 
D-315, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








INE WANTED—For Eastern Pennsylvania 

by young man with twelve years’ successful 
retail buying and selling experience. Must be 
real line of women’s style shoes, McKays pre 
ferred, either in stock or makeup. Best of 
references. Address D-339, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


POSITION WANTED 





OUNG Man 23 years of age, shoe salesman, 

capable of managing store. Thoroughly 
experienced. Best reterence. Address D-330, 
care Boot and Shoe Recorder, 214 South 12th 
St., Philadelphia, Pa. 
SALESMAN with following in Middle West 

desires connection with manufacturer of 
women’s popular priced novelties. Address 
D-341, care Boot and Shoe Recorder, 189 W. 
Madison Street, Chicago, Ill. 








POSITION Wanted as manager or salesman 
in retail shoe store or shoe department. 
Single. 27 years old. Eight years’ experience 
in buying and selling shoes. Also window 
trimming. Good references, Blum, care Stein, 
118 Smith St., Port Chester, N. Y. 





S there a manufacturer who can use the 

services of an ambitious man 25 years old 
who has had five years’ retail experience and 
desires entering wholesale field? Address D- 
333, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





N executive of proven ability with complete 

knowledge of all shoe markets desires a posi- 
tion as buyer or manager of a men’s or 
women’s shoe store or department. Address 
D-334, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





INDOW trimmer wishes to connect with 

chain or large shoe store. Thoroughly ex- 
perienced and best of references. Address D- 
336, care Boot and Shoe Recorder, 239 W. 39th 
St., New York, N. Y. 





MANAGER and Buyer, fifteen years for one 
of the largest Shoe stores in the South, 
desires to make a change. Address “Shoe- 
man,” 1028 Lawton St., Atlanta, Georgia. 
YOUNG lady with ten years’ experience in 
general office work with large retail shoe 
stores, knowledge of bookkeeping and stenog- 
raphy, wishes position. Best of references fur- 
nished. Address D-337, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 


OSITION WANTED:—Experienced Buyer 

and Manager—thirty-eight years old. Single. 
Eighteen years in the shoe business. Fifteen 
years as buyer and manager of high grade 
departments both in the South and New York. 
Experience: Know shoes, the markets, and how 
to merchandise them at a profit. Am now in 
one of the best departments in the South. 
Want to make a change. Personal reasons 
Can give the best of reference. Address D 
340, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














BUSINESS OPPORTUNITY 


Tyo progressive shoe stores, adjoining build- 

ings same location forty years. Just retired 
from business Wonderful opportunity. For 
information write Schleuder Brothers, Realtors, 
Austin, Minnesota 








COLLECTIONS 








EASONED road man wishes a line of shoes 

for New York City. Address D-335, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York City, N. Y. 


FOR RENT 











HOE Department for rent in department 

store doing %™% million business, town of 
28,000 in Connecticut. Address 1-332, care 
Boot and Shoe Recorder, 207 South St., Bos 
ton, Mass. 








FOR LEASE 








SHOES, HOSIERY 
UNDERWEAR DEPTS. 


To lease; best corner location, Trenton, New 
Jersey. Woolworth, Kresge and other large 
chains same side and block; main floor 
space, fully fixtured, also bargain basement, 
in a fast growing dept. store; mew modern 
front; must be volume operators; percentage 
basis, with minimum’ guarantee. Address 
0-328 Care Boot & Shoe Recorder, 207 South 
St.. Boston, Mass. 








Collect Your Own Accounts 


With a New “Self Collection System” 
published by Federal Collection Associa- 
tion, Hartford, Conn. (Established 1909) 
System is Guaranteed to Collect its Cost 
or Your Money is Refunded. 

It is Collecting Delinquent Accounts 
for Shoe Merchants who fill out the letters 
—and receive all remittances themselves. 

Complete System costs only $5.00, con- 
sisting of (56) Money-Pulling Typewritten 
Collection Letters on Federal Letterheads, 
giving them Wonderful Pulling Power. 

Debtor Sends Money Direct to Creditor 
by a Novel Plan. 

Write them TODAY for fullest informa- 
tion without obligation. 








. 
Information for Shoe Merchants 
The advertising pages of the Boot and Shoe 

Recorder constitute an almost inexhaustible source 

of information as to where and what to buy. 

They are worthy of your closest attention, 
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MERCHANT NEEDS 





WATER- 
PROOF 
LEATHER 

; DYE 


RENEWER 


In Patent, Glazed and Regular 
Dyes. In Tan, Brown and 
Black. Also a_ Real Cleanser 
for White Buck, etc., Y pint 
> sample can, $1.00. 

$ Ask for our special price on 
our 2 ounce bottle put up for 
the trade. 


EMIL RUBLACK 


Office and Salesroom 
140-142 West Broadway 
New York, N. Y. 
Established 1903. 


Laboratory and works, 
> Berge nfield, J. 

































EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 

ments, without any obligation on 
your part. 










He yuood YY ake Held 


Selamers, Md.; Sassen, Mass ; Buffalo, 
N. Y.; Chicago, IiL.; ; Kansas City, Mo.; 
Los les, Ca if; New York, N.Y.; 
Philade phia, Pa.; St.Louis,Mo.; Port- 

» Oregon; San Francisco, Calif. 













EVERY 
KNOWN TYPE 





: 


~~ 


WANTED TO PURCHASE ~ 





HIGHEST CASH PRICES PAID 
for entire > a nae no ebfeet. 
surplus or slow rs. 
Retail or wholesale. Short corm Ie —ay 
om your iunds. Wire or phone us. ae 
spondence confidential. Established 1890. 

MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0852 











Sell Us Your Left Over 


New York Export Purcnasinc Corp 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














CASH PAID 


for emtire shoe stocks or surpius stocks + 
shoes or other merchandise. Any quantity 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-6424 Broadway, New York, N.Y 








Phone Spring 1448 











MERCHANT NEEDS 














Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


bakes 4 





nn) Tl 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
| ST. LOUIS, MO. 








| DISPLAY Fi 4 ages 


SEGALLE§ SONS 


WIN DOW 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 


MERCHANT NEEDS 











$1.45 Each 


According to Size 


American Walnut Finish 


p LPit 


$14.00 & Up 


For Complete Groups 





THE OSCAR ONKEN Co. 
611 West 4th St. 
CinciInNaATiI, On10 

















































MERCHANT NEEDS 




















The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 














Februa 
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ARE YOU INTERESTED? 
Women’s $3-00 to $6.00 Retailers 


Our style pickers are continually cre- 
ating quick selling models. 
operate on a large scale and work 
on “‘low over-head’’; consequently 


We 


tional profits 


our lines represent superior quality 
and styles to retail at these prices. 
To get in touch with us means addi- 


to you. 


LAZARUS FRIED & SONS, Inc. 


120 DUANE ST., NEW YORK CITY 


good health go on forever? Guard it by a rest 

in Atlantic City at The Breakers. 

Joel Hillman Julian A. Hillman 
President Vice-President 


«S'Charles 


ATLANTIC CITY 
For An Unusual Winter Haag | 
” interesting as the Boardw 


ng. 
Cuisine par excellence. 
Hostess ~ Golf Dancing 
ren: semen ae 











Emerson Store Remodeled 


Kansas City, Mo. (UTPS)—Thirty 
feet of new display window space is 


being added to the Emerson Shoe store | 


at 918 Walnut Street, and the store is 
being remodeled inside. The additional 
window space is gained without sacri- 
fing any inside space merely by erect- 
ing shelves, 18 inches deep, in the side 
windows which open into an arcade. 
The front window space also is being 
inreased by making the entrance 
slightly deeper. F. S. Kindley is man- 
ager of Emerson’s. 


| health shoes. 





| Printed Fabric Shoes 


Going Strong in Lynn 


LYNN, Mass.—Sandals of 


MERCHANT NEEDS 


printed | 


fabrics are among the new production | 


| at the factory of the W. F. Hooley Shoe 


Co. Most attractive are the high- 


| heeled sandals of printed linens, espe- | 
those revealing the soft tones | 


cially 
of the Chinese blues in both the figure 
of the print and the leather of 
delicate pipings. 


fabrics in Lynn shops there is going 
to be a fashion of this sort of footwear 


| after Easter, or, at least, whenever the 


Styles may come and styles may go—will your ~ ks 


of printed fabrics are 
Yet some take exception to 
these predictions, and recommend that 


shoes of plain patent or of pure white | 


be worn. 
Semi-orthopedic 


the familiar fall type “medicine” or 


Watson Co., on which seasonal gains are 


now being made, are dressy sport ox- | 
Some are soled | 
with leather and some with crépe or | 
It may be noted | 


fords, ties and pumps. 


composition rubber. 
that heels on this class of footwear are 
higher. 


| Speaking of heels, the Gardiner of | 
| Lynn factory of the United Last Co. 
is very busy on new last, producing | 


chiefly pump and sandal lasts to carry 


heels 19%-8’s high, sport lasts to carry | 
heels 8/8 and 10/8 high and also lasts | 


with the “hair pin shank,” which pre- 
sent the highest and the shortest shank 
yet. Mr. Shirley specifies the frac- 
tional dimension, 19%-8, instead of 
the familiar 20/8, which shows how 
particular are some shoe manufac- 
turers about the details of their shoes. 


Fire Damages Stock 


KANSAS City, Mo. (UTPS)—Fire in 
the basement of the Waldheim building | 
in which Carlat’s Booteries on Petti- 
coat Lane are lecated caused $10,000 
damage to the shoe stock stored in the 
basement. C. A. Carlat, proprietor, 
said the stock was insured. The ori- 
gin of the fire was not determined. 


the | 
Other hues of these | 
| printed tabrics are many and varied. 
| Judging from the number of samples of 
| pumps, oxfords and sandals of printed | 


footwear is one of | 
the specialties of the Watson Shoe Co., | 
which is in steadily increasing demand. | 
These shoes are a happy compromise 

between style shoes for street wear and | 


Another specialty of the | 


QsTasiisnro eo 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


6 Rete 
FRANK C. MEYER Co. 

60 SLU wer Us we se 
23-27) LEXINGTON AVE , BRODKLYW. aw 
AMERICA'S GREATEST 
SHOE CARTON @& LABEL MPCS 








HOLEAST 


The Wonder Buckle 














Inquire Your Jobber or Direct 


Deauville Import Corp. 
45 W. 34th St. 
New York 


Matson to Add 5th Store 


S1oux Crry, Iowa (UTPS)—Matson, 
| Inc., of Cedar Rapids, Iowa, will add 
|a fifth link in their chain of retail 

shoe stores by opening a new store 
in this city soon. No definite date for 
opening the new unit has been set. 

The Cedar Rapids company have 

taken a lease on the store at 420 Pierce 
Street, formerly occupied by the Teefey 
Shoe ‘Company. D. Teefey, well 
known Sioux City shoe merchant, will 
| manage the new store. 








Serves in 








shoe merchants. 
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you will find 
in the 
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Recorder 





































RACE back to original sources 
and you will find reasons for 
every major development in indus- 


try. The new lustrous and washable 
leathers, now stylefully popular, are 
the partial result of a fashion idea 
that flashy, scintillating footwear 
would hit the public eye. 

Then followed the spraying of 
metallic finishes, and today we have 
colorful leather in delicate shades 
all cleansable with water. Splash 
ink on this leather and a week later 
it can be removed with water. Sure- 
ly the next great step forward in 
indolence—no shining of shoes— 
leads to a time when a dirty shoe 
will be as unusual as it is now com- 
mon. All about it in the Feb. 25 
issue. 





OW far 
meet a 
coming to the time when it is an 


“an a shoe be skun to 
low price? Are we 


economic waste to use machinery, 
brains and distribution on a product 
worthless as a foot covering? A 
revealing story in next week’s issue, 
which brings to mind the statement 
of a modern manufacturer who said 
that his father had retired from 
business fifteen years ago because he 
could not skin a shoe any further. 
Today the son would like to have the 
equivalent in cash of what the old 
man wasted. This is a story with a 


lesson. 
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THE QUALITY 


Rights and Lefts... 


EAU BRUMMEL, a popular English 

society leader during the early part 
of the 19th century, had boots made for 
his right foot by one cobbler, and those 
“shea ee ee mes eased epapese pe for his left foot by another. He was one 
that are faultless in fit. The style and comfort of the first to wear “rights” and “lefts.” 
pF. = eg Bop <8 pap eset Previously, all shoes were “straights” — 
ne eee eet ok Tes made to fit either foot. There were only 
= edie two widths —"‘storts” and “slims.” 


United Shoe Manes Corporation 


spe BOSTON, MASSACHUSETTS 











